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Fire-rated glass has one main job: keeping fire in its place. You want to contain it, to prevent the 

flames and deadly smoke from spreading. So turn to FireLite® from Technical Glass Products. 

Architects and glaziers around the world depend on the FireLite name for:

Clear, wireless ceramic

Fire ratings up to 3 hours

High impact safety ratings

Fire protection on both sides of the glass

Complete code compliance, including the required hose stream test

The most trusted name in the industry, Firelite is the #1 alternative to traditional wired glass. 

You can count on TGP for all of your fire-rated glazing needs.

•

•

•

•

•

TELL FIRE WHERE IT CAN GO.
(AND WHERE IT CAN’T)

FireLite
®

 Family of Products FireLite
®

   FireLite
® 

IGU   FireLite
®

NT   FireLite Plus
®

Visit our newly updated web site

fireglass.com

800.426.0279
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100 Industrial Drive • Sedgwick, KS 67135 • Also located in Aragon,GA • toll free 888.772.8400 • fax 316.772.5852

Commitment...to Quality, Durability and to you, the customer. We feel a true

obligation for our customers to provide only the most durable, well built

glass rack truck bodies and trailers in the industry. With that in mind,

Unruh made a significant investment in the people - who really are the life

blood of Unruh. Each and every one of our welders at our Sedgwick plant are

now AWS certified. Proudly achieving AWS

certification for each of our welders

is just another way that Unruh

strives to be as good as we

can be. 

Unruh Built...

Unruh Tough.
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WeBlogs

What Do You Think?
Online Survey

Speak out and tell us what you think with our online reader poll.
Read the articles inside the issue and then cast your votes on-
line. This month’s question:

Skylights can help a building earn LEED points since they can in-
crease daylighting effects. How much growth for glass and glaz-
ing products have you seen in terms of LEED building project?

❏ 0-10 % of the LEED projects I see
have used glass as a major element.

❏ 10-25 % of the LEED projects I see
have used glass as a major element.

❏ 25-50% of the LEED projects I see
have used glass as a major element.

❏ 50-75 % of the LEED projects I see
have used glass as a major element.

❏ 75-100% of the LEED projects I see have used glass as a
major element.

While at www.usglassmag.com 
be sure and check out our blog pages

P a u l  B i e b e r  
Online editor,
www.usgnn.com

E l l e n  G i a r d  
Online editor,
www.usgnn.com

M a x  P e r i l s t e i n  
Vice president of 
marketing, Arch 
Aluminum & Glass

K r i s  V o c k l e r  
Vice president, ICD High
Performance Coatings

http://www.usgnn.com

http://www.usgnn.com

http://www.usgnn.com

July’s Survey Results
We asked: How much have
sales of hurricane glazing
products increased for your
company in the past five
years?

You answered:
0 - 5% increase: 58.33% 
5 - 10% increase: 16.67%
10 - 20% increase: 8.33% 
20 - 30% increase:  0% 
30 - 40% increase: 8.33% 
40 - 50% increase:  8.33% 
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Now Get USGlass 
Delivered to Your In-Box

Welcome to the latest service from 
USGlass magazine www.usglassmag.com

• Perfect for on-the-road reference 
• Ideal for international subscribers 
• Receive your issue prior to print subscribers 
• Bonus material: additional and extended stories 
• Searchable index

Also be sure and visit our online discussion boards at 
www.usglassmag.com/phpBB2 where you can ask questions and
share experiences about business and life in the glass industry.
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Ask 
about our 

color matching 
capabilities.

Energy costs are continuing to rise with no end in sight. So you have two choices: surrender or fight back. For the millions who are choosing

to fight, I-Spacer is leading the charge. Independently tested to be the warmest edge IG spacer on the market, 

I-Spacer enables windows and doors to attain their highest thermal performance. I-Spacer delivers dramatic CRF improvements, exceptional

argon retention, commercial grade structural rigidity and precise, machine controlled muntin locations. Leading IG manufacturers around

the world who demand uncompromising thermal performance and long-term unit durability have made Technoform the fastest growing

global supplier of warm-edge spacers. And now it’s time for you to call and join the fight for energy independence.

www.technoform.us | 330-487-6600

I-SPACER™

THE BATTLE 
FOR ENERGY 
INDEPENDENCE 
IS BEING 
WAGED 
BETWEEN 
TWO PANES 
OF GLASS.
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New Bronze Color

See Technoform I-Spacer™ 
and I-Strut™ at

GlassBuild America,
booth 2621.

For more information, visit www.usglassmag.com/infocenter
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For too long, when it came to tubular exit 

devices, there was only one game in town.

Not any more. Grand View is a new player  

. . . and we’re changing the rules. 
 

Grand View offers the same features as  

the other guy, but we’re brave enough  

and bold enough to stand behind these 

products with a lifetime warranty.

Now that Grand View is on the scene,  
it’s a whole new ball game.

877-461-0224
www.GrandViewGlass.com

For more information, visit www.usglassmag.com/infocenter
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theFarnadyFiles

Arecent article in this worthy
publication reminded me of the
infamous triangle between

Bermuda and the Florida coast where
things often disappear without a trace.
No one ever knows what exactly hap-
pens; things just vanish. At first glance,
it looks like a lot of innocent empty
ocean. Only when you are in the middle
do you realize that you will have a hard
time figuring out where you really are,
and by then it may be too late. But there
is really no mystery. It is just a tough
place to do business with lots of traffic
passing through stormy waters.  

CUTTING OUT THE MIDDLEMAN
It was not boats that were the subject

of the article mentioned above, but an
unusual triangular way of doing busi-
ness. It’s about a three-party deal with a
manufacturer selling product directly to
a developer who then expects the glazing
contractor to install it. It is an attempt at
skipping the middleman, thereby having
fewer people taking a slice of the pie. But,
since in this case the man in the middle
is not just a broker or re-seller but the in-
staller, sometime you have to put him
back into the deal before it’s all over.  

I can understand that the customer
wants to save money by buying direct
and that all the manufacturer wants is
to get the sale. But, the glazier in the
middle not only loses the material
mark-up when he is told to install only,
but he also loses control of the product.
Of course, being in the middle in more
ways than one, he will end up being ex-
pected to deal with both the manufac-
turer’s and the customer’s problems.
Hey, there is a reason why the man in
the middle makes money when he as-
sumes the responsibility. 

BUYING DIRECT
In the normal process, material

moves from supplier or fabricator to in-
staller to owner. The product and the
responsibilities flow in a straight line
and thereby remain traceable. If the
process is not a straight line, no one
ever knows what anybody else is doing.
Material delays or defects become the
middleman’s problem and the cus-
tomer at the end of the line holds him
responsible for it all, while the manu-
facturer is going to scream if he does
not get paid. 

The small-scale version of this
often happens because everybody
wants to “buy direct.”  They smell the
better deal. When the one-time
buyer/homeowner is sent to a supply
house or fabricator like you and me,
the first thing he tells us is that the
contractor sent him. Oh, and, by the
way, he would like the contractor’s
discount because the contractor told
him he could get it. Then, if you are
dumb enough to agree to sell it to him
at all, he will tell you that his contrac-
tor will take care of all the particulars.
He gives you his name, address and
generally what he thinks he wants so
you can write up part of an order, but
then forgets to tell you who the con-
tractor is. 

A week later someone calls and
wants to know if his order is ready. You
ask him who he is and he tells you
his name is ABC Construction. You
say, “That’s nice, but we don’t have
an order for ABC Construction.” So,
now we go through the ritual of
finding out who his customer was
and if in fact anything was even or-
dered. OK, it was the Joneses. Oh, of
course. Didn’t the Joneses tell us

that ABC would pick up the material?
Well, not quite. They said that their
contractor would give us the informa-
tion and then they would pay for it and
then the contractor—I suppose that’s
you—would pick it up. “Well, then,”
the contractor says, “What did they de-
cide to get?” And we say, “Don’t you
know?” And then he finally gives us
what he thinks are the specifics and
thinks he has an order placed, but he
says that he better wait because he
wants to check with the homeowner
just to be sure.

All right, I have had enough of this.
“Who is paying for this?”

“Well,” the contractor says, “the
homeowner is.” 

“Good,” I say, “because you can tell
him to come back here and he can tell
me what he wants and he can pay for it,
pick it up and I don’t care who puts it
in—him, his mother, his Uncle Charlie
or even you. And you can do your busi-
ness with him, which, by the way, is
none of mine. Or you can tell me what
you want, pick it up, pay for it and I
don’t care about what your customer
wants. That’s between you and him be-
cause there are only two parties to this
deal, not three. I will only deal with one
person—that’s the one who is paying
the bill.”    ■

The Bermuda Triangle
Lost in the Geometry of Business

b y  D e z  F a r n a d y  

D e z  F a r n a d y serves as
the general manger of Royalite
Manufacturing Inc., a skylight
manufacturer in San Carlos,
Calif. His column appears
monthly. Mr. Farnady’s

opinions are solely his own and not
necessarily those of this magazine.
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REDHOT
RIXSON!

Mayflower stocks more Rixson in more styles, finishes and functions
than you can imagine – and all are ready for immediate delivery.
Every floor closer, overhead holder and stop, Smoke Chek,® overhead closer,
pivot, wall magnet and the most parts and accessories. See the complete
Rixson line in our catalog. It's free. Call 800-221-2052 (in NYC 718-622-8785)

FREE TECHNICAL SUPPORT.
CALL, EMAIL, WRITE OR FAX
US AND WE'LL HELP!

www.mfsales.com

MAYFLOWER SALES CO INC, 614 BERGEN ST, BROOKLYN NY 11238 FAX: 718-789-8346 E-MAIL: PILGRIM @MFSALES.COM
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http://www.mfsales.com
mailto:pilgrim@mfsales.com


GANAPerspectives

The Glass Association of North
America (GANA) has released
numerous tools for the com-

mercial architectural glass and glaz-
ing industry over the past five years.
These include the 2004 edition of the
Glazing Manual, the 2006 edition of
the Laminated Glazing Reference
Manual, the brand new Project Man-
agers Reference Manual, the online
glazing industry recruitment tool at
www.glassjobsearch.com and more
than a dozen free downloadable in-
formational bulletins from the GANA
website. This autumn, GANA adds to
those tools with its new online learn-
ing portal at www.glasseducation.com.

LEARNING OPPORTUNITIES
The site, which has been under de-

velopment for the past two years, offers
a source of online education. Registra-
tion is free and visitors can view pre-
sentations about different aspects of
the glass and glazing industry. The pre-
sentations are from GANA and others
in the industry that have developed
them for use across a wide variety of
construction-industry audiences. Some
presentations are even accredited by
the American Institute of Architects
and will be sent into the proper author-
ities so viewers can receive credits.
Many of the presentations include on-
line video as well, so a broadband con-
nection to the Internet is
required.

EDUCATION FOR ALL
One of the foundations for

this site is that anyone inter-
ested in the industry can view
the presentations at no cost.
By “giving” education to any-

one in the industry who sees the bene-
fits of receiving it, GANA continues its
altruistic mission to be a leader in com-
mercial architectural glass and glazing.
As the number of presentations online
increases over the next year, our goal is
to increase the level of information
available substantively.

As such, we are always looking to in-
crease the online library of presenta-
tions, and if your company has
developed a 30-minute, 60-minute or
90-minute presentation that is generic
in nature and offers true educational
content, we look forward to offering you
the opportunity to feature it on GlassE-
ducation.com. By offering an educa-
tional presentation, your company
establishes itself as an expert resource
to those who may turn to you for prod-
ucts or services in the future. 

Take a moment and visit the preview
release of GlassEducation.com and
look around at the opportunities for
yourself, your career and your company.
Registration is easy and free of charge.
We encourage you to view as many pre-
sentations as you would like and learn
as much as possible. Check the site reg-
ularly, as new presentations and educa-
tional opportunities will be added on a
steady basis. Also, make sure to provide
us with some feedback as to how we
can make the site a better experience
for you.   ■

Online Learning
Plan to Visit GlassEducation.com 

b y  B r i a n  K .  P i t m a n  

B r i a n  K .  P i t m a n is the
director of marketing and commu-
nications for the Glass Associa-
tion of North America based in
Topeka, Kan. Mr. Pitman’s opin-
ions are solely his own and not

necessarily those of this magazine.
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Glaston is your glass processing technology One-Stop-Partner 

providing Bavelloni and Tamglass products and services

For more information, visit us online at www.glaston.net

 Glaston North America, Inc. - Greensboro NC - USA - Phone: (336) 299 8300 - Fax: (336) 299 8388 - general@zbavusa.com

GLASTON PROUDLY PRESENTS:

Breaking the records with

NRG, the latest Bavelloni technology

in CNC machinery. Built for speed.

Bavelloni NRG 250-3 is your shower door and custom glass fabrication center built for speed and reliability with the 

most advanced technology, allowing you major competitive advantages including efficient production:

•  Reduced production time and increased productivity with NRG 250-3 the fastest CNC machine (213 ft/min – 33 ft/s²). 

NRG 250-3 produces a complete shower door only in a few minutes including: notching, drilling, milling, and high 

polish cerium oxide finish, where needed. 

•  The best high quality on profile edging of final products. Choosing from a store of 10 tools and dozens of profiles, 

the NRG 250-3 grinds glass away quickly to maximize your profit. Just release your creativity.

•  Intuitive and user friendly machine. With its easy to master controls, even new operators quickly learn to operate 

the NRG 250-3 whereas experienced operators will love its simplicity.

See you at Glassbuild
Booth #2731

For more information, visit www.usglassmag.com/infocenter
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FromtheFabricator

It’s almost become a summer tradi-
tion for me, writing a column based
on items that are important enough

to be mentioned, but cannot be
stretched into a full column. It’s like a
virtual desk clearing and here goes …

CHINA’S ZEAL TO SELL
A few years ago when I wrote my first

column on the communist Chinese in-
fluence on our industry, there really was
very little mainstream news on the im-
port issue although it regarded not only
our products but everything else out
there. Obviously now that has changed
dramatically as virtually everyday
there’s another story on this issue.

If you have not read about the tires,
toothpaste or pet food then I am not sure
where you get your news. What is hap-
pening on these items can, and will, hap-
pen in other imported items from China
just because of the zeal and desire to ship
and sell in North America. If you really
believe that “this won’t happen to me,”
then maybe you can ask the people who
bought unsafe tires or those who thought
they were buying toothpaste but, sadly,
got a poisonous blend. And the kicker is
you have no recourse. So if your glass
goes bad, who will stand behind that
product? Well, good luck taking on a
communist country that has little respect
for our way of life.  

PRODUCT IMPROVEMENT
Meanwhile sometimes lost in the

other avenues we cover here is the fact
that the primary glass manufacturers
continue to develop new and better
products all the time. We sometimes
lose focus because of the regulation is-
sues or the China scenarios, but from a
glass standpoint, the products we have

at our disposal today are improved
tremendously from the products man-
ufactured 15 years ago. The fact that you
can now get a standard clear low-E glass
with a solar heat gain in the 0.28 neigh-
borhood is astounding to me. The other
reason I bring this up is our industry
gets a terrible rap from other trades and
concerned parties. How much has brick
improved in the last 15 years?

So while some energy consultants
can take pot-shots at our industry, if
they would do some research they
would see the improvement on tech-
nology in the glass sector is off the
charts. And, maybe instead of trying to
create discombobulated ways to police
us, they should work on ways to get
more glass and more high-performing
products into the market.

ECONOMIC GUESS
According to the veritable potpourri

of industry studies now available, the
commercial glass industry looks to be
strong over the next few years. But I re-
ally question how they determine such
numbers and the methodology they
use. I mean, no one really has a good
grasp on how the overall economy is
going to do in the next couple of
years and with a presidential election
in the offing, so much can change.
Believe me, I am all for the positive
karma, but I really believe it has to be
taken with a grain of salt.

CHANNELING THE BLOG
Last, writing a weekly blog (see From

the Fabricator via USGNN.com) has made
writing this column extremely difficult.
Pre-blog, I would be able to save up ideas
and when my column was due, I could dig
one out and go. But now, week in and week
out, I use up any and all of my material
online. If no one was reading my blog,
then I would not waste my time, but traf-
fic levels have been beyond pleasing and
thus I feel a responsibility to keep up. 

The online world is really taking off.
Presidents and chief executive officers are
blogging and communication and infor-
mation is at an all-time high. USGlass
was ahead of the trend really when they
built the USGlass News Network
(USGNN).  And when USGNN breaks big
stories like the sale of Vistawall to Old-
castle, the worth to the industry is ap-
parent. In the past, most of the industry
would not hear about that until the mag-
azine came out. So keep in touch, both in
the pages of this fine magazine and on-
line each and every day.   ■

The Tradition Continues
A Few Musings Can a Column Make

b y  M a x  P e r i l s t e i n  

M a x  P e r i l s t e i n serves
as the vice president of mar-
keting for Arch Aluminum and
Glass. Mr. Perilstein’s opinions
are solely his own and not nec-
essarily those of this maga-

zine. His column appears bi-monthly.
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We sometimes lose focus because of the
regulation issues or the China scenarios, but

from a glass standpoint, the products we have at
our disposal today are tremendously improved
versus products manufactured 15 years ago.
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Buyer’sBlock

P ick the true statement:
1. Fish need bicycles;
2. Low-calorie anything tastes

good;
3. Crating glass generates profits for

everyone; or
4. None of the above.
The correct answer is 4.  
Yes, crating glass is a cost that

brings little value to a glass job, but it
is unavoidable in our business. Let’s
look at some ways to save money with
crating glass.

Everyone who can is shipping and
receiving glass on steel returnable
racks. This should be your first ob-
jective. Racks take up more floor
space and outdoor storage space,
and require a crane or forklift, but
they are worth it. I did a quick sur-
vey of some fabricators in the East-
ern United States and the average
cost of a 1,500-pound crate is $90. A
low estimate of the cost of unpack-
ing and wood disposal is $40. A used
4,000-pound propane fork truck,
with a boom, averages around
$13,000, with $3,000 per year oper-
ating costs. The breakeven on cost is
125 crates in one year, or 75 crates
per year in two years.

By using racks you also will save
your crew for more productive work,
significantly reduce possibilities for
accidents and have less breakage and

replacement. If you have the maneu-
vering room and budget for a forklift,
you should make the switch as quickly
as you can.

WORKING WITH CRATES
When you do need to order with

crates, make sure your vendor uses
Tip N Tell indicators on all crates.
These labels cost about $1 per crate
and indicate if  the crate has fallen.
Fully inspect any crate with visible
damage or with a Tip N Tell that

registers a fall. If your vendor does-
n’t use Tip N Tell, insist that they do
so.

Most fabricators have a weight
limit on their crates. Ask the weight
of the shipment and confirm the cost
and the number of crates being used
ahead of time. If your vendor has a
1,500-pound weight limit, and your
order comes in at 1,600 pounds,
most computerized order systems
will say the order requires
two crates. Make sure you
talk with a customer service
person to override this. You
can usually add about 500
pounds.

Most fabricators charge a
premium for oversize crates,
but there is no standard as
to what defines oversize. For
some it is 50 square feet, for

others it will be anything over 130
inches.  Make sure you know your
vendor’s policy if you are quoting a
job with crating.

If you have special or jobsite un-
loading needs, confirm them with the
shipper before you place the order. If
you order glass shipped by floor or
building location, figure out if you are
spending more for the extra crates.
Many times a customer would order
two crates when weight and size
would have allowed one. If you have a
job with multiple crates, plan glass
sizes within 20 inches in size of each
other. Packing large pieces and small
pieces together is a formula for
breakage.

In addition, make plans for the dis-
posal of all crates. If you are at a job-
site, there may be a premium charge
to use the job dumpster. It could be
cheaper to bring the wood back to
your shop.  

Before you put up a sign that says
“free wood,” talk with your insurance
agent. In many states you are creating
an “attractive nuisance” that simply
states you are at fault without excep-
tion if someone taking your free wood
is injured. You may still put up the
sign, but you should know the possi-
ble outcome.   ■

Racking Up New Ideas
How Crating Glass Can be Troublesome

b y  P a u l  B i e b e r

By using racks you also will save your 
crew for more productive work, significantly 
reduce possibilities for accidents and have 

less breakage and replacement. 

P a u l  B i e b e r has 30 years in the glass
industry, including nine years with C.R. Lau-

rence Co. Inc., and 21 years as
the executive vice president of
Floral Glass in Hauppauge,
N.Y., from which he retired in
2005. Mr. Bieber’s opinions are
solely his own and not neces-
sarily those of this magazine.
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GuestBook

Bent and large-sized flat, archi-
tectural glass products can be
used in many applications for

both aesthetics and performance. It
seems, though, that these products are
not used in North America as much as
in other areas of the world. Is it the
market demand for these products,
the design vision of the architects or
the limited availability, quality and
cost that has kept the application of
these products few and far between in
North America? 

SETTING THE RULES
One reason bent and large-sized flat

glass products do not have a greater
market share here is that the leading
architectural firms in North America
have not incorporated bent glass in

their designs as much as their inter-
national counterparts. One architect
told me that their (the architectural
population) understanding was that a
few architectural firms generally set
the tone in design, and the others then
turn to them for design leadership. 

Another answer could be a simple
error of perception. The glass indus-
try as a whole is fascinated by design.

Pictures of global buildings utilizing
glass in their designs often illustrate
the new and interesting. So when we
see pictures of large, bent glass appli-
cations we assume that the world is
moving in the direction of increased
use. That perception is real—areas
other than North America do use
these products frequently.

Architects do not seem to realize
the glass fabrication capabilities of
North American companies. In fact,
one architect even told me that he
would be more comfortable with glass
from a German supplier because the
German company was “used to pro-
viding the quality that was needed for
the job based on the architectural
glazing products that are more typi-
cally supplied in Europe.” 

AVAILABILITY AND QUALITY
Visit any of the major industry trade

shows and you can get an idea of how
difficult it is to produce bent and
large-sized architectural glazing. I saw
curved glass on display at a recent
show in one equipment manufac-
turer’s booth that was near perfect in
curve and optical quality. In another
manufacturer’s booth the curved glass
display showed visible signs of wave
and distortion. Both examples came
from companies with years of experi-

Bent Glass Possibilities
New Technologies Expand Glazing Choices

b y  J a m e s  R .  G u l n i c k  
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When we see pictures of large, bent glass 
applications we assume that the world is 

moving in the direction of increased use. The
perception is real—areas other than North
America do use these products frequently.

North American architects do not incorporate as much bent glass as their 
international counterparts because of a generally-held belief that international
fabrication companies are more capable of producing quality bent glass.

http://www.usglassmag.com


ence in producing equipment for mak-
ing bent and tempered glass. 

The hopes for a brighter future for
bent and tempered large glass may
not be certain. It is a case of the
chicken or the egg for many. In other
words, some people think that when
bent glass manufacturers can pro-
duce a quality product at a moderate
cost, then the market will be more ac-
cepting of these solutions. Others
think that the market needs to be
much larger in order for more com-
panies to make increased investment
in production equipment to satisfy
the demand.

A LESSON FROM TEMPERING
It used to be that if you could tem-

per glass you could sell it. Quality was
important but companies did not
have the stringent specifications that
they do now. Today glass sizes are
larger, coatings are more difficult to
work with and glass for insulating and
laminating demands a high degree of
flatness. The same degree of quality
and demands of the market have in-
creased the need for systems with
greater capabilities and flexibility
than years ago for these products.

For example, until a few years ago
the only way to create a curved glass
wall was to install flat glass sheets in a
segmented curve. Though this
method formed a curved glass facade,
it had protruding edges and frames.
The capability to bend and temper
large glass sizes has eliminated the
need for frames and provides beauti-
fully curved glass sheets.

Bending and tempering technology
without tooling has also taken the use
of curved shapes to a new level. The

ability to utilize more accurate meth-
ods of heating, such as high-resolu-
tion heating with convection
technology, has brought the latest
technical innovations into the
process of bending and tem-
pering large glass lites. 

Equipment is available
today to produce instant U-, J-,
V- and S-bend shapes and
flat, large-sized, high-quality
glass. What’s more, many dif-
ferent types of coated glass

can be bent and tempered while re-
taining its look and performance. The
future is getting brighter, if not yet
clearer, for bent and large-sized flat ar-
chitectural glazing solutions.    ■

automatic spray machines
Kleenspray - flexible, reciprocating spray
technology for the just-in-time user

roll coaters
Glass Coater Series - A breakthrough 

in roller coating technology

Located in High Point, NC, our state-of-the-art test lab is available
for use by both customers and coating suppliers.Contact us today
for more information or to schedule an appointment.

Cefla Finishing Group Also Offers:
• Linear Drying Systems
• Integrated Finishing Solutions
• Engineered Glass Finishing Systems

Cefla Finishing America
High Point, NC

Tel: 336-662-9813
www.ceflaamerica.com

Cefla Finishing Canada
Montreal, QC

Tel: 514-633-9222
www.ceflacanada.com

SEE US AT GLASSBUILD AMERICA
For more information, visit www.usglassmag.com/infocenter

J a m e s  R .  G u l n i c k is the North Ameri-
can eastern regional sales manager for Glas-
ton America Inc. Mr. Gulnick’s opinions are
solely his own and not necessarily those of
this magazine.
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For.El S.p.A. Inaugurates 
New Italian Headquarters in July 

More than one
t h o u s a n d
people par-

ticipated in the inau-
guration of For.El
S.p.A.’s new headquar-
ters located in Roncade
(Venice), Italy, on July
14. The company was
founded in 1976 by
Fortunato Vianello and
today is a manufac-
turer of machinery for
flat glass and insulat-
ing glass production.

Among those who
attended the ceremony were Marco
Stradiotto, undersecretary for eco-
nomic development, and the mayor of
Roncade and Senator Mrs. Simonetta
Rubinato. All of the company’s staff,
their families and many suppliers and
customers also attended. One of the
special guests was Stefano Salvian, the
company’s first employee, who started
at the age of 15.

Vianello said his company symbolizes
a Venetian (and winning) way of doing

business. He explained that a firm grows
up if everyone grows up, too: the entre-
preneur, the territory and the workers. 

The company’s new broad produc-
tion area is split between two loca-
tions, Roncade (Treviso) and Meolo
(Venice), and covers an overall surface
of 19,000 square meters. It is
equipped with modern processing
machines and tools. The new produc-
tion plant is also divided into differ-
ent processing departments: set-up,

coating, turning, milling, warehouse
and prototype development. 

The administrative area covers three
levels and includes about 30 offices
equipped with modern data sharing,
transfer and processing technologies. The
new technical office is divided into two
areas, technical and electronic, where
prototypes designed with 3-D CAD soft-
ware are developed and machines are
continuously improved and refined.
❙❙➤ www.forelspa.com

ASC Announces Hiring of
Executive Vice President

Association Serv-
ices Corporation
(ASC), a Topeka,
Kan.-based trade
association man-
agement company
owned by the Glass
Association of North
America (GANA),
has hired William
M. Yanek as its new executive vice pres-
ident. Yanek, a former state issues advo-
cate for the Washington, D.C.-based Real
Estate Services Providers Council (RE-
SPRO®), will hold the position until
March 1, 2008, when he will ascend to
the position of president and chief exec-
utive officer of ASC. He will then replace
Stanley L. Smith, who announced his re-
tirement earlier this year.

Yanek, who graduated from the
United States Military Academy at West
Point in 1992, received his Juris Doctor
from the University of Kansas in 2000.
He is also a major in the United States
Army Reserve, serving in the Judge Ad-
vocate General’s (JAG) Corps.

Yanek and his wife, Jacey, have two
young sons and reside in Lawrence,
Kan.   ■

Is EFCO for Sale or Isn’t It? 

While rumors started to heat up in late May and early June, the glass
industry now is waiting expectantly for an announcement from
Monett, Mo.-based EFCO about the company’s sale. In response

to the rumors, EFCO chief executive officer Chris Fuldner revealed to the
Monett Times that he had made an announcement to employees on July
30 that “very serious” talks were underway on the company’s sale to an un-
named suitor. When asked about the announcement, Fuldner told UUSGlass
he cannot comment at this time. 

Employees within EFCO have said that Pella, Iowa-based residential door
and window manufacturer Pella Corp. is the most likely buyer.
❙❙➤ www.efcocorp.com
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Fortunato Vianello, the founder of For.El. S.p.A., spoke at
the inauguration of the company’s new headquarters in
Roncade (Venice), Italy.

William M. Yanek
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CompanyNews

AAMA Contributes Funds 
for Hurricane Research Equipment

The American Architectural Manufacturers Association
(AAMA) is contributing funds to support the efforts
of wind engineering researchers at the University of

Florida in Gainesville. The researchers are examining wind-
driven rain at structural height during hurricane landfall.
Rich Walker, president and chief executive officer of AAMA,
says the organization’s donation of $60,000 will go to pur-
chasing a precipitation imaging probe (PIP), which was man-
ufactured by Droplet Measurement Technologies. 

“Approval was expedited through AAMA’s board of direc-
tors during its National Summer Conference so that a criti-
cal measuring instrument would be in place for recording
hurricanes in the 2007 season,” Walker says. 

The probe is designed to capture high-resolution meas-
urements of rainfall intensity. Forrest Masters, Phd., assis-
tant professor of civil and coastal engineering, will deploy
the instrument on a specially designed, rugged tower, hours
before a hurricane’s landfall to capture the storm’s worst con-
ditions. Using real-time cellular and satellite uplinks, data
from the PIP also will be available in real time to National
Oceanic and Atmospheric Administration (NOAA) meteo-
rologists and state and federal emergency managers. 

“Beyond the ability of a building to physically withstand hur-
ricane winds, water intrusion through windows, doors and walls
remains a recurring issue,” says John Lewis, AAMA technical di-
rector. “Although most residential and commercial buildings
built to recent codes will survive structurally, rain penetration
often causes significant interior damage, occupant displacement,
business interruption and extensive restoration expenses.”

He adds that, “Code officials, architects and manufacturers
of exterior building products are questioning the real-world
effectiveness of water intrusion test standards under hurri-
cane conditions as referenced by modern building codes.”

In addition, AAMA’s Southeast Region is developing a vol-
untary specification for rating the Severe Wind-Driven Rain
Resistance of Windows, Doors and Unit Skylights.

“Instead of the usual pass/fail measurements, this AAMA
specification applies a spectrum of pulsating pressure and rain
loads and determines how well a product performs in severe
wind-driven rain,” Lewis says. “The research, underway at the
University of Florida, will further the value of the AAMA spec-
ification by quantifying hurricane-driven rain and its effects
on residential and light commercial construction,” he adds.

Data from the PIP devices collected during this and upcom-
ing Atlantic hurricane seasons will be used to establish a cata-
log of “wind-driven rain scenarios” for different storm
intensities impacting various terrains. The information will be
used to calibrate the rain field produced by the University of
Florida’s mobile windstorm simulator to recreate hurricane-
force winds and wind-driven rain at sufficient scale to test low-
rise components and cladding systems. Utilizing four 700 hp
Detroit Diesel engines and hydraulic drive units to power eight
54-inch vane axial fans, this apparatus will produce hurricane
force winds and wind-driven rain at its 10- by 10-foot exit. Ac-
tual full-size structural mockups will be evaluated in realistic
hurricane conditions, according to Lewis.
❙❙➤ www.aamanet.org

Viracon’s MinuteClinic
Treats Employees’ 
Aches and Pains

Making a doctor’s appointment will become a whole
lot easier for employees at Viracon, who now can
visit the doctor right outside their office doors.

In July, Viracon’s Owatonna, Minn., facility opened its
own health center called the MinuteClinic.

According to Viracon, the MinuteClinic health care center
is staffed by certified family nurse practitioners who are
trained to diagnose, treat and write prescriptions (when clin-
ically appropriate) for common family illnesses such as strep
throat and ear, eye, sinus, bladder and bronchial infec-
tions. The health care center also offers common vaccina-
tions, such as flu shots, tetanus, MMR and Hepatitis A and B.

“We are always looking for innovative ways to make
health care more convenient and affordable for our em-
ployees and their families,” says Russ Huffer chairman
and chief executive officer of Apogee, Viracon’s parent
company. “Now employees can help reduce health care
costs for themselves and the company by using Minute-
Clinic instead of the ER when it’s not an emergency.”

In addition to Viracon employees, the new clinic also will
serve employees of nearby Wenger Corp. and Viracon’s
sister-company, Tru Vue.  
❙❙➤ www.viracon.com
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CompanyNews

Kawneer Opens New Facility to 
Service California, Arizona and Nevada 

Kawneer Co. Inc., headquartered in Norcross, Ga., has opened
a California distribution center that will service California, Ari-
zona and Nevada. The facility offers Kawneer’s full line of front-
line entrance and framing products, as well as order and delivery
options that can help customers save time and money.

According to the company’s announcement, the order and
delivery system is designed for speed and convenience, so the
new distribution center can provide “store to door” service. In
other words, the requested product is delivered quickly and
on time, so there is no “will call” process. Customers can place
their orders online or via phone; engineering support and
shop drawings are also available to customers, as well as fab-
rication experts.

For new Kawneer customers, the center also features a stream-
lined credit program that enables new accounts to be set up
quickly and in many cases, approved in as little as 24 hours.

“Kawneer’s California distribution center provides the people,
resources and flexibility to meet the needs of glazing contractors

continued on page 28
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When it comes to fabricating and supplying the highest quality glass products 
right when you need them, look no further than...             .

Create a Masterpiece... Inside and Out

ALL GLASS ENTRANCES 
PHONE: (866) 532-4527 
FAX: (276) 638-3669

We Specialize in 
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Applications
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•  Heat Soaking
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 Silk-Screening

•  Laminating
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•  New JEBInvisiwallTM

 Point-Supported
 Glass Systems
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 Available

•  High Performance
 Solar Control & 
 Low-E Products

•  Azon Warm-Light®

 Thermally Broken
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Let Our One-on-One 
Project Management 
Team Assist In Your 
Next Large Project!

ARCHITECTURAL GLASS SINCE 1920

One Gateway Boulevard, P.O. Box 427, Pedricktown, NJ 08067
PHONE: (800) 257-7827  FAX: (856) 299-4344

www.jeberkowitz.com

VISIT US AT 
GLASSBUILD AMERICA

BOOTH# 3824

throughout the region,” says Norris McElroy, Western region gen-
eral manager. “We’re committed to serving customers across
California, Arizona and Nevada by providing quality products at
competitive prices, delivered quickly and on time.”
❙❙➤ www.kawneer.com

New Laminated Glass 
Consultancy Opens in New Jersey

Consulting company LamGlas Engineering LLC recently
opened for business in Newark, N.J. Operated by Thomas J.
Fitzgerald, the company is focusing on commercial lamination.

“I worked in PVB [polyvinyl butyral] at DuPont,” says
Fitzgerald, who was senior technical consultant for DuPont’s
glass laminating solutions business. “I helped the customers
with use of the product, I increased the yield and I made sure
the lamination was done correctly.” 

Fitzgerald has held manufacturing, sales and technical posi-
tions in the glass industry since 1978. He retired from DuPont
on June 30, to start his new consulting business in July.

“At this point I’m just starting, but I have a couple of good
leads and I know I’ll keep busy,” he says. 

For more information, visit www.usglassmag.com/infocenter

For more information, visit www.usglassmag.com/infocenter
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InterEdge Technologies Changes 
Name in Light of Asahi Ownership

InterEdge Technologies in Sausalito, Calif., has changed its
name to AGC InterEdge Technologies. InterEdge has been a
wholly owned subsidiary of AFG Glass for the past two years, in-
volved in the fire-rated glazing market. According to the com-
pany, its name change came in response to the global unification
of Asahi Glass companies across the world, which includes Asahi
in Asia, Glaverbel in Europe and AFG in North America.

As a result, AFG Glass will become AGC Flat Glass North
America. 

“InterEdge will continue to maintain its strong focus
and position in the fire-rated glazing market with the con-
tinued backing and strength of Asahi Glass,” says Tim An-
dersen, manager of fire-rated glass products for AFG
Industries. All fire-rated operations will be maintained at
the Sausalito office. 

“The global branding strategy is to be completed by Sep-
tember, in conjunction with Asahi’s 100th anniversary,” says
Andersen.
❙❙➤ www.firesafe-glass.com

Vitro Increases Its 
Ownership Stake in Vitro AFG 

In July Vitro’s subsidiary Viméxico, S.A. de C.V. (Viméxico)
notified AFG Industries, Inc. (AFG) that it would be exercis-
ing its right to purchase the 50-percent stake in the Mexican
joint venture Vitro AFG, S.A. de C.V. (Vitro AFG), currently
owned by AFG.Vitro AFG, a 50/50 joint venture between
Vimexico and AFG Industries, is a float glass manufacturer
located in Mexicali, Baja Calif., México. 

The joint venture was established to supply the United States
and Mexican construction markets with a wide range of flat
glass products, and began operations on November 18, 2003,
with a co-investment of approximately $100 million. 

Within the terms of the joint venture agreement signed in
June 2001, AFG recently notified Viméxico that it wished to
exercise its option to purchase Viméxico’s 50-percent stake in
the joint venture company for $6 million. Viméxico, in turn,
decided to exercise its right to purchase AFG’s 50-percent
stake in Vitro AFG at the price offered by AFG, according to
the terms of the joint venture agreement. 
❙❙➤ www.vitro.com   ■

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter
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door hardware
Kaba Introduces 
E-Plex 3000 
Narrow Stile Lock

Kaba Access Control in
Winston Salem, N.C., is de-
buting its E-Plex 3000 Se-
ries narrow-stile lock for
its E-Plex brand of elec-
tronic access control. The
E-Plex 3000 is an elec-
tronic pushbutton lock for
narrow-stile aluminum

glass doors
and is de-
signed to

retrofit inside the trim of a
variety of Adams Rite
locks.  The E-Plex 3000 has
300 access codes and a
9,000-event audit trail that
also records key override

usage. It can be programmed at the
lock keypad or with optional Mi-
crosoft Excel-based software. The in-
stallation does not require wiring to
or through the door. The lock also is
available in standard satin chrome or
optional dark bronze and satin brass
accents. 
❙❙➤ www.kabaaccess.com

RS 160 Divvies Up Space
EPCO USA in City of Industry, Calif.,

says its RS 160 top-hung sliding door
system is suitable for dividing indoor
spaces. According to information from
the company, the door system is easy
to install, and does not require glass
cut-out.

The company is also offering its Euro
hinge. Available on a wall mount, the

ShowCase

continued on page 33
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architectural aluminum systems
entrances + framing
curtain walls
windows

Putting our mark on the future

architectural aluminum systems • entrances + framing • curtain walls • windows              kawneer.com

possibilities

Curtain Walls
that create endless
possibilities.

©
 2007 K

aw
neer C

om
p

any, Inc.

See us at booth 2219

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter

http://kawneer.com


• Unparalleled Dealer Support

• Marketing Programs That Sell Film

• Huge Stock of Film: Over 300 SKUs

• Expert Field Technical Support

• Extensive Dealer’s Technical Website

• National Consumer Advertising Program

• Hands-On Professional Training Programs

• Computerized Cutting Systems

• Personal Attention

To request more information:
1-800-2LLUMAR
http://www.llumar.com

1st in Glass Treatment Films

LLumar is a registered trademark of CPFilms Inc.  
P.O. Box 5068  ..  Martinsville, Virginia 24115  
(276) 627-3000  ..  http://www.cpfilms.com

LLumar is a registered trademark of CPFilms Inc.  
P.O. Box 5068  ..  Martinsville, Virginia 24115  
(276) 627-3000  ..  http://www.cpfilms.com

SEE US AT GLASSBUILD AMERICA
For more information, visit www.usglassmag.com/infocenter
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hinge features a preset and adjustable 5
degreed pin. It is available in chrome
and brushed nickel. 
❙❙➤ www.epcocorp.com 

skylights
Solar Innovations 
Skylights are 
Low Maintenance

Solar Innovations in Myerstown,
Pa., is offering low-maintenance sky-
lights. The skylight systems combine
a low-maintenance aluminum exte-

rior with decorative wood options.
They are available in a double-pitch,
flat, segmented barrel vault or true-
radius dome skylight styles. The stan-
dard wood options include solid
mahogany and Southern yellow pine
laminate. Other laminates of Western
red cedar, Spanish cedar and Douglas
fir are also available. Solar Innova-
tions’ advanced aluminum weep con-
trol system was designed to carry

continued on page 34

Acurlite’s Structural Skylights Pass 
Florida Building Code Standards in July

Acurlite says its Structural Skylights have passed large missile impact tests
conducted by the Florida Building Code Information System. The company re-
ceived approval for its structural skylights from the Florida Department of Com-
munity Affairs Building Codes and Standards in early July. According to Acurlite,
the approval now enables it to offer its Southern market an even wider range of
skylights. The company manufactures heavy-duty commercial skylights, and of-
fers pyramid, double-pitch, single-pitch and octagon-styles, and also delivers
and installs them through its Berwick, Pa., facility.
❙❙➤ www.acurlite.com

Acurlite’s structural skylights have now passed Florida’s large missile 
impact tests. SEE US AT GLASSBUILD AMERICA

For more information,
visit www.usglassmag.com/infocenter

http://www.epcocorp.com
http://www.acurlite.com
http://www.usglassmag.com
http://www.cassosolar.com
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POLYVISION SWITCHABLE    PRIVACY GLASS

Polytronix, Inc.
805 Alpha Drive
Richardson, TX 75081
Tel: 972.238.7045 
Fax: 972.644.0805
E-Mail: sales@polytronix.com
www.polytronix.com/privacyglass

In a Whole New Light.

You'll See Things...

Polyvision is applied to the inside of 

glass or plastic, and creates a transparency

that is electronically controllable.

Polyvision allows architects and 

contractors to provide cost-effective creative

design concepts with engineering flexibility.

Polyvision is a solid-state material that can

also be applied to curved surfaces, cut into odd

shapes or even hole-punched to accommodate

specific display applications

Polyvision offers state-of-the-art

opportunities to expand current light

control and shutter technology–with

the touch of a switch!

water and condensation away from
the wood to ensure safety for interior
wood applications.
❙❙➤ www.solarinnovations.com

doors and windows
PGT Offers Builders
Strength and Asthetics

PGT® Architectural Systems in Venice,
Fla., has designed a new line of commer-
cial glass and aluminum products.

Both large- and small-missile-
impact glass options are available in
the company’s line of glass windows.
Other options include custom-de-
signed window installation acces-
sories and double-applied muntins.
PGT says it is offering strength and
aesthetics in its single-hung and slid-
ing glass doors with a perimeter v-
notch design detail at mitered corners.
PGT also carries a new line of durable,

machinery & equipment
Glastar Makes New Cutting Fluid 

Glastar Corp. in Chatsworth, Calif., is introducing a new fluid that is designed
to extend the life of any glass cutting machine. Glastar’s cutting fluid is non-pe-
troleum and water-soluable, and also has no unpleasant odor and comes in an
easy-to-use tube with a recloseable applicator tip. 
❙❙➤ www.glastar.com

For more information, visit www.usglassmag.com/infocenter

http://www.solarinnovations.com
http://www.glastar.com
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weather-resistant aluminum frames in
a palette of 12 colors. 
❙❙➤ www.pgtindustries.com

Brecoflex Covers All
The strength and flex characteris-

tics and compact design of BRE-
COflex timing belts from Eatontown,
N.J.-based BRECOflex Co. LLC pro-
vide reliability and long service life
expectancy, according to the company.
The Kevlar®-reinforced polyurethane
timing belts are available with belt
backing in a variety of cover materi-
als with different thickness, hardness,
density and coefficient of friction. 
The flexible and wear-resistant

polyurethane structure provides opti-
mum tooth shear strength and load
capacity. Steel or Kevlar® tension
members offer strength capabilities
as a result of high-grade tension
members with balanced strength/flex
characteristics. 
❙❙➤ www.brecoflex.com
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Special-Lite Creates Aluminum 
Paint Colors, Offers Lifetime Door Warranty

Special-Lite Inc. in Decatur, Mich., has developed six standard acrylic modi-
fied polyester (AMP) wood stain colors with a complementary Kyanr® paint for
anodized aluminum sur-
faces. Special-Lite says
its AMP products have
the warm, rich look of
natural wood doors and
panels without the dis-
advantages of wood. 

The stain colors coor-
dinate with each other
and can be specified on
Special-Lite’s panels and
framing products to
achieve a “matched”
look. 

In addition, the com-
pany offers a limited life-
time warranty on its
flush door models that
covers its entire line of
doors, framing and pan-
els. The new warranty
covers failure of corner
joinery, core deteriora-
tion and delamination
and bubbling of door
skin. Flush doors still in
use in their specified application and original installation are covered under the
limited lifetime warranty.
❙❙➤ www.special-lite.com

continued on page 36
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aluminum panels
Alucobond Delivers 
Colors Inspired by Nature

Alcan Composites USA Inc. in
Mooresville, N.C., has developed a
new color finishing system for Alu-
cobond aluminum composite materi-

als, called Alucobond® Spectra Colors.
The finishing system will allow archi-
tects to incorporate a unique, ever-
changing color spectrum in the
cladding of sophisticated building de-
signs. Alucobond Spectra Colors
change colors as different wavelengths

of light are reflected
back to the viewer, de-
pending on the viewing
angle. The Spectra color
line celebrates the natu-
ral color shifts that occur
in materials found in
everyday life, from the
color contrasts of nature,
to the glowing sheen in
modern metals, to the color
shift found in today’s lux-
ury goods. The color line
includes ocean, amazon,
autumn, antique, red
brass, cupral, sakura,

jewel and sunset. 
❙❙➤ www.alucobond.com

interlayers
Vibrancy Shows in 
Dupont Interlayer Line

Dupont Glass Laminating Solutions
in Wilmington, Del., has launched
Butacite® G special color PVB inter-
layers with subtle highlights and vi-
brant tones. Dupont says the

36 USGlass, Metal & Glazing  |  September  2007 www.usglassmag.com
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interlayers enhance design possibili-
ties for architects, while maintaining
the benefits of safety, sound reduc-
tion, solar energy control, UV control,
durability and design versatility. The
interlayers come in ten colors and two
styles, classic and discrete. The clas-
sic interlayers are highly transparent,
while the discrete line has a soft or
more translucent look and feel. The
Butacite G special color interlayers
can be used in commercial structures
for interiors, railing, bathrooms, office
partitions, floors and stairs. 
❙❙➤ www.dupont.com/
safetyglass

free literature
Graham Goes Virtual 

Graham Architectural Products in
York, Pa., has launched a one-click
computer-based product information
system called virtual production in-

formation (VPI). Graham customers,
architects and specifiers will be issued
a proprietary VPI credit-card-size CD
that will serve as a one-click 
electronic gateway to all of the com-
pany’s fenestration products and 
accessories.

VPI product information is cross-ref-
erenced in the new printed product cat-
alog, as well. 
❙❙➤ www.grahamwindows.com

resources
TGP Ready for Its Close-Up  

A free educational video from Tech-
nical Glass Products (TGP) in Kirk-
land, Wash., explores the benefits of
daylighting and the challenges such as
glare and heat gain/loss that must be
addressed when working with natural
light. The 20-minute video, A Bright

www.usglassmag.com September 2007  |   USGlass, Metal & Glazing 37
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CRL Offers New Catalog
Los Angeles-based C.R. Laurence Co. Inc. (CRL) has introduced three new

specialty catalogs: the Hospitality and Service Hardware Catalog (HS07), the
Architectural Hardware Catalog (AH07) and the Door Controls Catalog (DC07).

In these three catalogs customers can find an extensive selection of archi-
tectural hardware and specialty items. All three can be used as stand-alone cat-
alogs or in conjunction with the company’s Master Catalogs and web-based
services.
❙❙➤ www.crlaurence.com SEE US AT GLASSBUILD AMERICA

For more information,
visit www.usglassmag.com/infocenter
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Dependable Glass Works

A WORLD OF GLASS

Custom Fabrication in Laminated Glass
Flooring • Stairs • Mirrors • Vanities

Safety-Plus II® Hurricane Resistant Glass
Textured/Color Laminated Glass

Exposed Edgework • Oversized Glass
Custom Shapes • Cut Outs • Shelving

B
EV

EL
S

V-groove

Flat
Polish

Pencil
Polish

Ogee

Bevel

Bull
Nose

509 E. Gibson St.
Covington, LA 70433

1-800-338-2414
www.dependableglass.com

Future: Daylighting for Tomorrow’s
Buildings, is available at no charge to
architects, designers, specifiers and
glass industry professionals. It will be
used as part of a free, American Insti-
tute of Architects (AIA)-registered
presentation. 

For industry professionals inter-
ested in learning more about appro-
priate applications for fire-rated
glazing, TGP also provides a video ti-
tled Burning Issues: Understanding
Today’s  Fire-Rated Glass and Framing.
It also is part of an AIA-registered
presentation. 
❙❙➤ www.tgpamerica.com  

GANA Details 
Bullet-Resistant Glazing 

The Glass Association of North
America (GANA) protective glazing
committee has released a new infor-
mational bulletin called Bullet Resist-
ant Glazing GANA PGC 01-0707. The
bulletin includes ballistic test stan-
dards, test reports and certification
programs. The bulletin can be down-
loaded free of charge from GANA’s
website.
❙❙➤ www.glasswebsite.com

New Window, Door 
and Skylight Market 
Study Available

The American Architectural Manu-
facturers Association (AAMA) and
the Window and Door Manufacturers
Association (WDMA) have released
the 2006 “U.S. Industry Statistical Re-
view and Forecast.” The study pro-
vides annual tracking of industry
sales by window and door manufac-
turers as well as the materials used for
the commercial and residential mar-
kets. The report provides an update
on construction activity, skylights and
insulating glass statistics, as well as
nonresidential data by building type
and application. 
❙❙➤ www.aamanet.org 
❙❙➤ www.wdma.com   ■For more information, visit www.usglassmag.com/infocenter
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A Visible Change

Look Beyond

AFG Glass is now AGC Flat Glass North America, the clear leader in the production,
fabrication and distribution of flat glass products. With our new worldwide brand comes
an even stronger dedication to providing you with timely, sophisticated and forward-thinking
solutions. For more information on our glass products and services, call (800) 251-0441 or visit
na.agc-flatglass.com. Learn more about AGC Flat Glass worldwide at agc-flatglass.com.

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter

http://na.agc-flatglass.com
http://www.agc-flatglass.com


ContractGlazing

Connecticut Increases Penalties 
for Unlicensed Glass Shops 

Connecticut Gov. Jodi Rell has
signed a new law that increases
penalties for unlicensed con-

tractors, including glass workers, who
operate businesses in the state. 

The bill “Concerning the Protection
of Consumers from Unlicensed Con-
tractors, Criminal Simulation and the
Resale of Tickets to Entertainment
Events” took effect on July 5. 

Section 1 of the new law increases
penalties for certain contractors who are
found guilty of operating a business with-
out a license. 

The occupations noted in the new law
include flat glass and auto glass workers,
among others.

MD Repeals Contractor
Withholding Law

Maryland Gov. Martin O’Malley has re-
pealed a 2003 law requiring all general
contractors with contracts of $500,000 or
more to withhold 3 percent of their con-
tract payments to out-of-state subcon-
tractors with subcontracts of $50,000 or
more. The repeal is applicable to subcon-
tractors who signed on or after July 1.  

recision Glass Bending specializes in the
custom fabrication of BENT GLASS, 
one piece or thousands, for Architectural, 
Fixture & Furniture applications. Capabilities
include bent glass in kinds Annealed, 
Heat-Strengthened, Safety Tempered, 
Safety Laminated, and Insulating. 

Clear, Tinted, Low-E, Reflective, 
Acid-Etch, Low-Iron, and
Specialty glass for 
CAD/CNC integrated
fabrication into TRUE
RADIUS (Curved Glass) 
or IRREGULAR BENDS 
in sizes up to 96" x 130"; 
3/32" to 3/4" thickness; 
Polished Edges, Holes,
Notches, or Cutouts.
Advanced capabilities for
bending 3-D fluid shapes, processing high-
performance coatings, utilizing digital data, and 
the five-axis CNC machining of bent glass surfaces. 

Built on years of innovation, Precision Glass 
Bending has formed a new generation of shaped 
glass with patented methods, proprietary 
software,and space-age machinery, all backed 
by a team of industry experts. The results 
are found in the IMPECCABLE QUALITY and 
QUICK DELIVERY of every AFFORDABLE PIECE. 

P e-bentglass.com
“One piece or thousands, our custom fabricated bent glass
is bringing form and function to the designs of tomorrow.”

*photo courtesy of Solar Innovations, Inc.

THE WORLD LEADER IN
CUSTOM FABRICATED

BENT GLASS

Precision Glass Bending Corporation
PO Box 1970, 3811 Hwy 10 West
Greenwood, AR 72936-1970
UNITED STATES OF AMERICA
Tel: (800) 543-8796
Fax: (800) 543-8798
sales@e-bentglass.comA GUARDIAN ‘SUN-GUARD’ CERTIFIED FABRICATOR 
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After reaching an almost three
point spike in May, the AArchitec-
ture Billings Index increased more
than four points in June, hitting its
highest mark of the year. The
American Institute of Architects
reported the June billings rating
was 59.3 (any score above 50 in-
dicates an increase in billings),
and inquiries for new projects was
62.6.
❙❙➤ www.aia.org/econ_abi   ■

briefly ...

http://www.aia.org/econ_abi
http://e-bentglass.com
mailto:sales@e-bentglass.com
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PUSHING FORWARD, LEADING THE WAY.

INCREASE THE PACE WITH THE LEADER IN GLASS BENDING AND TEMPERING

Quality + Longevity. Count on both from Glasstech. 

With machines that last for decades and industry-

leading technologies that produce the highest levels 

of uniformity and reliability, you can trust Glasstech 

for the long run.

Visit us at GlassBuild America, Booth 3923.

For more information, visit www.usglassmag.com/infocenter

http://www.glasstech.com


Mike Wallace is bringing 27
years of experience in the met-
als and construction indus-

tries to the helm of Quality Metalcrafts
LLC. He recently acquired the company
and has taken the position as president
and chief executive officer.

Wallace says that he chose the com-
pany because of the kind of product it
delivers, and because he was seeking a
new challenge.

“I recognized that Quality Metal-
crafts always provided the industry
with a quality product and I believed,
with my experience, it would be a good

fit,” Wallace says.
Quality Metal-

crafts, in Ramsey,
Minn., was estab-
lished in 1994 as a
national metal archi-
tectural custom fab-
rication facility. The
company fabricates
wall panels, column
covers, sunshades, breakmetal and
other parts for the construction in-
dustry nationwide. 

In addition, Dave Bell now serves as
vice president of the company and

Steve Gravel is chief financial officer.
Bell had been president of Quality
Metalcrafts Inc. 
❙❙➤ www.qmcrafts.com

Red Holdings Buys 
Macyro Group Inc.

Red Holdings Inc., a Florida-based
investment company, has purchased
the Macyro Group Inc. of Quebec. The
Macyro Group includes Gamma In-
dustries Inc. and GammaUSA, which
develop, manufacture and install ar-
chitectural aluminum products.
❙❙➤ www.gammaindustries.ca   ■

Quality Metalcrafts Acquired 
by Industry Veteran Mike Wallace

Mergers&Acquisitions

A Z O N  S AV E S  E N E R G Y

• dramatically reduce condensation

• improve overall U-factor

• structurally strong against nature’s forces  

AZON USA INC.
643 W. Crosstown Parkway
Kalamazoo, MI 49008-1910

1-800-788-5942 • www.azonintlcom

Your strongest allies yet.
                               by Azon spacer and 
aluminum thermal barrier windows

Towering offices, hospitals, hotels and 

commercial buildings stand structurally 

stronger against nature’s strains and 

forces when they integrate the Azon 

thermal barrier polymer with Warm-Light® 

structural, warm-edge insulating glass 

spacer. Together the duo is proven to 

reduce condensation and improve the 

overall U-factor of windows.

Plus, Azon offers leading applicators and 

fabricators a comprehensive 10-year 

warranty on products.

 Align yourself with an ally 

for quality—ask about the Azon 

Approved Azo-Brader™ Applicator and 

Warm-Light® Certified Fabricator 
warranty programs today.
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INTEREDGE TECHNOLOGIES
Pyrobel is a registered trademark of AGC Flat Glass Europe. TRI-Safe is a trademark of AGC InterEdge Technologies.  
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Introducing The Unique 60-Minute, Butt-Glazed, Transparent Wall

Imagine an entire fire rated wall uninterrupted by vertical framing! The Vision 60 System™ is

just that—a fully glazed 60-minute transparent wall with no intermediate framing. Each panel

of Pyrobel-60® fire rated glazing is separated by a slim silicone caulking, offering truly free

and open vision for your projects. With numerous framing options available, this system is

ideal for transportation facilities such as airports, retail centers, commercial office buildings,

hospitals, schools and any other location where uninterrupted viewing is desired. 

For the most up-to-date information on our entire suite of fire rated solutions, including

maximum glazing sizes, framing details, CSI specs, and project photos, please call us at 

1. 877. 376. 3343 or visit us online at www.firesafe-glass.com.

Take Your Fire-Rated Projects From Ordinary to Spectacular!
©
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Photograph: The Sensata Technologies
building in Providence, Rhode Island.

Here the Vision 60 System is used not
only to protect lives and property, but 

to provide full vision and light into the
stairwell enclosures on multiple floors.

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter
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ASTM Standard Details Methods to be
Used to Determine Index of Refraction

Anew ASTM International stan-
dard describes a variety of
methods that can be used to

determine the index of refraction and
dispersion of glass. The standard, C
1648, Guide for Choosing a Method for
Determining the Index of Refraction
and Dispersion of Glass, was designed
for manufacturers of glass and glass
products, as well as designers of prod-
ucts in which glass is a critical com-
ponent. C 1648 was developed by
subcommittee C14.11 on Optical
Properties, part of ASTM Interna-

tional Committee C14 on Glass and
Glass Products.

According to Herbert L. Hoover, a C14
member now retired from Corning Inc.,
knowledge of refractive index and dis-
persion is necessary for manufacturing
glass for certain applications. “For exam-
ple, the refractive indices and dispersions
of optical glass are the basis for their se-
lection for specific applications, such as
telescopes, microscopes, lenses and
prisms,” Hoover says.

Hoover adds that accuracy of values
and ranges of wavelengths covered, as

well as speed, cost and convenience, all
must be considered when selecting a
refraction measuring method. “C 1648
provides information on methods of
measurement that will enable a
prospective user to choose appropri-
ately what method should be imple-
mented,” Hoover says.

Descriptions of the following test
methods are included in C 1648:
• Becke line (method of central 

illumination);

Codes&Regulations

We Welcome You to Vitrum 2007 • Milan, Italy • October 3-6, 2007
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PPG Industries, Inc., Glass Technology Center, Guys Run Road, Pittsburgh, PA 15238-1305 www.ppgideascapes.com

Solarban, IdeaScapes, PPG and the PPG logo are trademarks owned by PPG Industries, Inc.

Solarban® 70XL Solar Control Low-E Glass is an MSVD soft coat high-performance glass that delivers the
impossibly impressive LSG rating (light to solar heat gain) of 2.37 – with the look of clear glass. But an even
more impressive feat is that Solarban 70XL glass could help you save around $400,000 in upfront costs –
and up to $97,000 per year in ongoing energy costs. You’ll see these impressive results for yourself
when you order your free copy of our energy savings white paper and a Solarban 70XL glass sample.
Call 1-888-PPGIDEA. Or visit www.ppgideascapes.com.

The impossible may become more common – but it will always be impressive.

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter
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• Apparent depth of microscope focus
(method of the Duc de Chaulnes);

• Critical angle refractometers (Abbe
type and Pulfrich type);

• Metricon system;
• Vee-block refractometers;
• Prism spectrometer; and
• Specular reflectance.

In addition, four other methods are
briefly detailed in Annex A1.
❙❙➤ www.astm.org

ICC Seeks Funding for 
Building Departments

In an ongoing effort to obtain fund-
ing for a proposed Community Build-
ing Code Administration Grant
Program, which would provide funds
for local code enforcement, representa-
tives from the International Code
Council (ICC) have held more than 130
meetings with members of Congress.

The proposed grant program would
provide money to municipalities dur-
ing periods of building booms or fol-
lowing natural disasters to account
for increased oversight of building
codes through the hiring and training
of inspectors.

“This grant program will help in-
crease professionalism in order to bet-
ter protect the public, especially
during natural disasters,” Wally Bailey,
ICC president and director of develop-
ment and construction for the city of
Fort Smith, Ark., told congressional
representatives. 

In addition the U.S. Department of
Housing and Urban Development
(HUD) says the 2006 International
Building Code (IBC) and the 2003
ICC/ANSI A117.1 Accessible and Us-
able Buildings and Facilities as Safe
Harbors are in compliance with the
federal Fair Housing Act (FHA) ac-
cessibility requirements. 

Architects, developers, builders and
others, such as contract glaziers, who
use the 2006 IBC to design and con-
struct multi-family housing are in com-
pliance with the FHA. 
❙❙➤ www.iccsafe.org   ■

TGP Offers Pilkington Profilit™
Channel Glass Systems

Pilkington Profilit™ channel glass from TGP soars
up to 23 feet, can be installed vertically or horizon-
tally, and formed into straight or curved walls. It is
available in a variety of textures and colors with vary-
ing degrees of translucency, allowing light through
while maintaining privacy. Pilkington Profilit can be
used in interior or exterior applications, with Nanogel®

insulating aerogel to provide energy efficiency.
www.tgpamerica.com • 800/426-0279 

Codes&Regulations
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Finally, glass processing 
technology has only one name.

Glaston.

Mobile +1 336 202 6405Tel +1 336 299 8300Fax +1 336 299 8388jmeerbeeck@zbavusa.comwww.glaston.net

Jack Van MeerbeeckVice President, Sales & Service

Glaston North America, Inc.
204 South Westgate DriveGreensboro, NC 27407USA

Glaston is your One-Stop Partner for glass processing technology; we are the 
world’s leading comprehensive supplier of glass processing machines and lines. 
With Bavelloni and Tamglass in our group, our machinery is not only reliable, but 
produces the highest quality results. And we have the global knowledge pool to 
support you with the full after-sales services you need to maximize your 
productivity. In short, Glaston is totally committed to fulfi lling all your glass 
processing needs 
– so you can focus on your business vision.

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter
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GlobalUpdate

China Lowers Value-Added-Tax 
Rebate Rates for Glass Exports

In a sweeping move, China has cut
the value added tax (VAT) rebate
rates on 2,831 classifications of

products, including glass. This repre-
sents 37 percent of the total number of
classifications in China’s customs tar-
iff, point out officials at the consulting
firm Ernst & Young, and is the third
such change in refund rates since
2005. The company says it is another
attempt to address overheating export
growth and manage the ballooning
trade surplus. 

The VAT rebate rate for glass was

lowered from 11 percent to 5 percent, a
6-percent drop. This rate reduction re-
sults in additional export costs that
must either be absorbed by the ex-
porter or passed on to overseas 
customers.

Sources in China told USGlass that,
for some glass producers, the VAT re-
bate is the majority of their profit.
Speculation is that glass export prices
will increase. 

Officials with Ernst & Young explain
that the VAT refunds have played an
important role in keeping export

prices low. By changing the VAT refund
rates, the government can, to a certain
extent, encourage or discourage ex-
portation of the affected products.

The new rebate rate went into effect
July 1. Most of the products included
in the change fall into the category of
high-polluting, high-energy con-
sumption or export of China’s natural
resources. The production of glass fits
most comfortably into the energy con-
sumption slot. 
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Xinyi to Sell 
Curtainwall Business

Hong Kong-based Xinyi Glass has an-
nounced that it is selling one of its sub-
sidiaries, Xinyi Curtainwall Engineering
(Shenzhen) Co. Ltd. The company says by
divesting itself of this business it will be
able to concentrate on its core businesses,
manufacturing float glass and producing
architectural and auto glass products. 

In addition, the company says some of
its current customers are involved in cur-
tainwall design, and it wants to ensure it
is not competing with its customers.  
❙❙➤ www.xinyiglass.ca

Fee-Based Services Help
European Distributors Grow

Executives of wholesale distributor-
ships outside of North America have
found that they are able to charge cus-
tomers for new services rather than giv-
ing away value-added services for free,
according to a new report.

Lawson Software in St. Paul, Minn.,
sponsored the research of the global sur-
vey paper, Growth Strategies in Wholesale
Distribution, by Adam J. Fein, Ph.D., of
Pembroke Consulting Inc. The company
surveyed wholesale distributors in sev-
eral industries in North America, Eu-
rope, Australia and New Zealand.

According to the survey, North
American wholesaler distributors
have found less success than their Eu-
ropean counterparts when trying to
charge for activities that used to be
given away for free. Instead, the report
found, “North American wholesale
distributors have been most success-
ful with services that take on critical
tasks in a customer’s business.”

According to the report, “Growing
with fee-based services requires whole-
sale distributors to develop services that
directly improve a customer’s operations
and provide measurable gains in the
customer’s business.” Success is meas-
ured by customer productivity gains,
labor savings, ergonomic improvements
or an improved time-to-market. 
❙❙➤ www.lawson.com   ■
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AT YOUR FINGERTIPS!
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from every
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Use our complete searchable
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Glaston Corp. Receives Largest 
Two Orders in Company History

In June the Glaston Corp. an-
nounced that it received its largest-
ever order totaling $20.6 million, in

the form of a “one-stop-partner”
(OSP) package deal that would fully
outfit its architectural glass processing
plant. Then in July, the company an-
nounced it secured its second largest
OSP order in its history for a combi-
nation of pre-processing machinery
and safety glass machinery. That order
totaled more than $15 million.

“This is a great milestone for us,”
says Glaston president and chief exec-
utive officer Mika Seitovirta. “The or-

ders strengthen our beliefs in the fact
that the OSP strategy is completely
right, and our view of these kind of
deliveries being the competitive edge
that will enable our success also in the
future.”

According to Glaston, its OSP pro-
gram comprises its involvement in a
project from its inception, as consult-
ants, all the way through completion,
when the company provides machinery
as well as the labor for project and ma-
chine installation.

Glaston foresees delivery of the ma-
chines will occur near the end of 2007,

with the majority of the order being
filled within the first half of 2008.
❙❙➤ www.glaston.com   

Prelco Upgrades 
Laminated Glass Line

The Prelco Group, a glass fabricator
based in Riviere-du-Loup, Quebec, has
invested in the implementation of a new
automatic glass positioning system for
laminated glass production, and has re-
placed a de-airing oven. According to in-
formation from the company, the new
positioning system will align different
layers of laminated glass as precise as
.013 inches. The de-airing oven combines
precise nip rolls as well as infrared and
convection heating modules designed to
adapt to different types of low-E glass.

“The addition of the new automatic
positioning system has given us the
ability to improve production by more
than 50 percent,” says Richard
Langlais, vice president of operations.
“This permits us to improve our pro-
ductivity, improve the quality of our
production and to offer superior serv-
ice to our customers.”
❙❙➤ www.prelco.ca

New Fenzi Facilities 
Open in China and Belgium 

Fenzi, headquartered in Tribiano,
Italy, says its new facilities in China for
the Duralux products and in Belgium
for the Decover range have completed
their start-up phases and are now al-
most at full production.

The company is also in the process of
completing studies on expanding the
production of Fenzi China to other
products in its range, chosen from
those that are potentially most suitable
for the Chinese market.
❙❙➤ www.fenzigroup.com    ■

Colonial Glass Installs 
New Semi-Automatic IG Line

Colonial Glass Solu-
tions, located in
Brooklyn, N.Y., has re-

cently installed a semi-au-
tomated insulating glass
production line, supplied by
Willian Design Ltd. Accord-
ing to information from the
company, the line will be
used to manufacture insu-
lating units that will feature
Edgetech’s TriSeal struc-
tural foam spacer system. 

“Our customers have
been asking us to produce
insulating glass for a long
time, and we’re excited to finally be able to provide it to them,” says Zach
Weiner, president of Colonial Glass Solutions. “We’ve been patiently waiting
for the right opportunity to come along and feel that it has with the TriSeal
product.”

According to Colonial, the triple seal spacer design will help bring it into the
green commercial glazing industry, which is prevalent in the marketplace.  
❙❙➤ www.colonialglass.com

Distribution&Production
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Colonial Glass’ new IG line will manufacture IG
units featuring a TriSeal spacer.
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IndustryOutlook

This month, UUSGlass called shops in Atlanta, Chicago and Phoenix to
compare prices for purchasing a clear, tempered insulating glass
unit that is 28 7�16 by 23 inches, with ¾-inch overall thickness. 

Shops in Chicago were more hesitant to give prices over the phone than
shops in the other cities we called; some in Chicago even refused to do so
at all.

Average pricing for the glass unit alone was just under, or just above,
$100, but the window cost jumped another $50 to $200 for delivery and
installation. Prices are without installation, unless otherwise noted.   ■

Window to the World:
Finding the Price 

of an Insulating Glass Unit

CHICAGO

Shop Price
Shop #1 $85.00
Shop #2 $37.00
Shop #3 $111.00
Shop #4 $195.00 (includes installation)
Shop #5 $105.00
Mean $106.60
Median $105.00

ATLANTA

Shop Price
Shop #1 $75.00
Shop #2 $50.00
Shop #3 $70.00
Shop #4 $98.15 
Shop #5 $72.00 
Mean $73.03
Median $72.00

PHOENIX

Shop Price
Shop #1 $94.20 
Shop #2 $100.00
Shop #3 $81.00
Shop #4 $95.00
Shop #5 $125.00
Mean $99.04
Median $95.00

Residential Report Card

Construction Report Card

PRIVATELY OWNED HOUSING UNITS STARTED
Seasonally Adjusted Annual Rate, Thousands of Units

MONTH ’05 TOTAL ’06 TOTAL ’07 TOTAL
January 2,144 2,292 1,403
February 2,207 2,125 1,487
March 1,864 1,965 1,491
April 2,061 1,821 1,485
May 2,025 1,944 1,434
June 2,068 1,819 1,467
July 2,054 1,746 —
August 2,095 1,646 —
September 2,151 1,721 —
October 2,065 1,470 —
November 2,147 1,565 —
December 1,994 1,629 —

Average relative standard error three percent • (p=preliminary)
Source: U.S. Department of Commerce

MONTHLY CONSTRUCTION CONTRACT VALUE
Seasonally Adjusted Annual Rate, In Millions

MAY ’07 JUNE ’07 % CHANGE
Nonresidential building $196,155 $253,181 +29
Residential building $271,618 $283,438 +4
Nonbuilding construction $143,152 $125,818 -12
TOTAL CONSTRUCTION $610,925 $662,437 +8
Average relative standard error 3 percent • (p-preliminary)

YEAR-TO-DATE CONSTRUCTION CONTRACT VALUE
Unadjusted Totals, In Millions

6 MOS ’06 6 MOS ’07 % CHANGE
Nonresidential building $105,918 $105,920 0
Residential building $141,611 $192,662 -26
Nonbuilding construction $62,568 $60,035 +4
TOTAL CONSTRUCTION $310,097 $358,617 -14

The mean is an average of the 
figures provided, and the median 

represents the middle number in a 
series arranged in order of size. 
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Productivity... up close.
Enjoy the competitive advantage of using a Joseph Vinyl Welder. Whether choosing one of our five standard
size H4W horizontal or V4W vertical four point welders or a custom sized welder, our customers have come to
depend on the service, support, and continued innovation they receive when purchasing a Joseph Welder.
Find the Joseph Advantage at www.josephmachineco.com or call us at 800 457 7034.

H4W Vinyl Welder
SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter

http://www.josephmachineco.com
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curtainwalls
Booth #2509: 
Reliance Line Now 
Includes TC IG Curtainwall 

The Reliance™
thermal composite
inside glazed (TC
IG) curtainwall from
Vistawall Architec-
tural Products in
Terrell, Texas,
achieves increased
thermal performance
through the use of glass-
reinforced polyamide
strips in the construction
of all horizontal and verti-
cal members. The new vertical
is available in both 7 ¼- and 6-
inch depths, with either captured or

structural silicone glazed (SSG) verticals.
Two-color capability is available on both
vertical and horizontal sections. As with

Reliance curtainwall, Reliance-TC
IG offers optional system
depths and profiles with the
ability to adapt entrance doors
and operable windows. 

With this latest addition, the
company now offers

three tiers of thermal
and installation op-
tions: a traditional
exterior-glazed pres-

sure wall, an exterior-
glazed pressure wall with

thermally enhanced composite
verticals and a fully inside-
glazed composite system.
❙❙➤ www.vistawall.com

Booth #4020: 
Translucent Daylighting
Pairs with Anti-terrorism
Requirements

Major Industries Inc. in Wausau,
Wis., is showcasing its Guardian 275®
translucent daylighting panels that can
also be engineered with specific blast

Preview of the 

Products to 
See in Atlanta

Coming Soon to a Convention Center Near You

Exhibit Hall Hours
Monday, September 10

10 a.m. – 5 p.m.

Tuesday, September 11
10 a.m. – 5 p.m.

Wednesday, September 12
9 a.m. – 3 p.m.

If you just can’t wait to see who will be exhibiting at this year’s Glass-
Build America, September 10-12, 2007, at the Georgia World Congress
Center in Atlanta, UUSGlass will curb the suspense. We’ve got a sneak peek
of some of the hot products you can expect to see when walking the aisles
of the show. Don’t worry, there’s no spoiler alert needed—there is sure to
be plenty of news and products waiting to be uncovered at the show, and
you can read about it in the November issue of UUSGlass.

To share your news and learn more, be sure to visit UUSGlass at booth
1502. In the meantime, here’s a preview of some of the show’s stars.

Get a Sneak Peek of the Latest Service from UUSGlass 
USGlass magazine has something special in store for attendees at booth

1502. In addition to an opportunity to win a wrist-mounted Garin Forerunner
305 GPS navigator, visitors to the booth will get a special preview of a new serv-
ice to be launched by the publication at the show. 

http://www.vistawall.com
http://www.usglassmag.com
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requirements. Major Industries says
that unlike traditional blast-resistant
materials, the Guardian 275 application
allows glare-free, energy-saving, natu-
ral light into interior spaces. While at
GlassBuild America, the company also
will present architects with information
on how Major’s daylighting solutions
can help them obtain LEED® credit. 
❙❙➤ www.majorskylights.com

doors and windows
Booth #4211: 
MAME Door System 
is Ready to Install

The new MAME glass door family
from DORMA in Reamstown, Pa.,
comes complete and ready-to-install,
with all door hardware attached. The

slim aluminum door frame is strong
and stable. The doors are equipped
with 3⁄8-inch glass.

Available design elements for the

specialized glass include color, sand-
blasting, LED lighting and engraving.
Other materials, such as steel cables,
wood or even leather, can be incorpo-
rated into the glass. 
❙❙➤ www.dorma-usa.com

Booth #1202: 
Quaker Creates Window
Line for Intricate Projects

Quaker Windows & Doors in Free-
burg, Mo., will display a new window
line that can be used in heavy-com-
mercial applications. Quaker says its
#8100 series aluminum single-hung
window can be used in projects that re-
quire intricate specifications, including
historical replications. 
❙❙➤ www.quakerwindows.com

coatings
Booth #3122: 
Viracon Introduces a Revolution in High Performance Glass

The new VNE coating from Viracon in Owatonna, Minn., combines low reflectivity
with solar control. According to informa-
tion from the company, the VNE line com-
bines attributes of traditional low-E
coatings and hybrid low-E coatings into a
new neutral low-E category of coating. 

VNE63, the flagship product for the VNE
line, is joined by VNE37, and new addi-
tions to the platform are currently under-
going research and development. VNE63
is available to maximum producible di-
mensions of 72 by 144 inches and VNE37
is available to the maximum producible di-
mensions of 84 by 144 inches with a max-
imum unit size of 65 square feet.

Designers can combine the VNE coat-
ing with different glass colors and silk-
screen patterns for a higher level of
energy performance.  
❙❙➤ www.viracon.com

continued on page 58
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glass 
Booth #1916: 
SAFTI FIRST
Improves Product Line

San Francisco-based SAFTI FIRST
Fire Rated Glazing Solutions now offers
its SuperLite C, CS, CP and CSP with a
five-day lead time. 

The SuperLite product line, fire-rated
from 20 minutes to three hours, in-
cludes fire-retardant filled glass, ceram-
ics and safety wired glass. The products
also can protect against noise, attack,
impact, bullets, blast, hurricane and UV
rays and is available custom-made. 
❙❙➤ www.safti.com

Booth #4522:
XYG Keeps Clear 

XYG Glass, the Richmond, British
Colombia, Canada-based representative
of Xinyi Glass, says it will be spotlighting
Xinyi’s ultra clear photovoltaic low-iron
glass for solar module production dur-
ing the show. The special pattern glass is
designed to enhance solar energy trans-
mission at various light incident angles
for higher energy output, according to in-
formation from the company.
❙❙➤ www.xygglass.com

Booth #1013: 
Dlubak Spotlights 
Safety and Style 

Dlubak Corp. in Blairsville, Pa.,
will spotlight a diverse range of
products at the show, from protec-
tive glazing for security applica-
tions to decorative custom graphic
flat and bent glass laminates. 

The company fabricates flat
and curved glass for commer-
cial, residential and military
applications. It offers hurricane,
security, ballistic, blast, lami-
nated, tempered, insulating,
display case and curved glass,
as well as screen printing, water

jet cutting and extrusion bending. 
❙❙➤ www.dlubakglass.com 

Booth #2013:
Can’t Scratch Sevasa 

Sevasa of Barcelona, Spain, will pres-
ent a new architectural glass at the
show. The company says its new Antis-
cratch line is a unique acid-etched glass
that has been treated with an Alfluor
coating so the glass is resistant to both
scratches and stains.
❙❙➤ www.sevasa.com

Coming Soon continued from page 57

adhesives 
Booth #302: 
A PSA Just for Muntin Applications 

ARclad® 8626 from Ad-
hesives Research in Glen
Rock, Pa., offers a first
pressure-sensitive adhe-
sive tape specifically engi-
neered for the long-term
performance requirements
of interior and exterior SDL
bars in muntin applications. 

According to the com-
pany, the product conforms
well to painted, glass and
muntin surfaces, while
eliminating the risks, cost,
time and resources associ-
ated with the use of silane

primers. The product’s foam-to-surface wet-out prevents
the ingress of moisture, including cleaning solutions that
potentially could cause delamination of the bars. ARclad
8626 resists thermal expansion and contraction of alu-
minum bars, as well as relative humidity. 
❙❙➤ www.adhesivesresearch.com

Booth #1613:
Capital Tape 
Answers Call to Market

Capital Tape in Cleveland has developed the 5200 se-
ries glazing tape in response to market demand for higher
peel adhesion and tack. The new tape series can be used
on PVC profile, aluminum and wood frames. The company
says the tape features quick adhesion after just a short
dwell time. Capital Tape also plans to showcase additional
glazing tapes for hollow metal glazing, storefront and cur-
tainwall applications.
❙❙➤ www.capitaltape.com

http://www.xygglass.com
http://www.dlubakglass.com
http://www.sevasa.com
http://www.safti.com
http://www.adhesivesresearch.com
http://www.capitaltape.com
http://www.usglassmag.com
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editions  

designer glass
affordably priced
ready now

Joel Berman Glass Studios
www.jbermanglass.com
1 888 505 4527B
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continued on page 60

spacers 
Booth #2621: 
The I-Spacer® Goes Bronze

Technoform in Twinsburg, Ohio, now offers its I-
Spacer insulating glass spacer in bronze. 

Standard colors include white, light gray
and black, and the company offers

complete color matching
capabilities. 

The spacer combines ther-
mal performance, condensation resist-
ance and structural rigidity, and features a
unique hybrid design. 
❙❙➤ www.technoform.us 

http://www.technoform.us
http://www.jbermanglass.com
http://www.usglassmag.com
mailto:garvin@aol.com
http://www.uniglass.com
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hardware 
Booths #3105 and #3301:
CRL Now 
Customizes Security 
and Transaction Hardware

Los Angeles-based C.R. Laurence
Co. Inc. now is manufacturing cus-

tomized versions of its full range of
transaction windows and accessories. 

In addition to metal frames suited
to diverse applications, the company
also carries hardware for frameless
barriers and sliding security win-
dows. Products include automatic

and semi-automatic windows and
pass-thru assemblies in bullet-resis-
tant and non-bullet-resistant models.
Accessories include electronic com-
municators, speak-hole covers, deal
trays, security transaction drawer
units and package receivers; safety
and security mirrors; keyed and elec-
tromagnetic locks; digital keypads for
access control; dead latch electric
strikes; self-closing windows; and
panic and deadbolt handles for all-
glass doors.
❙❙➤ www.crlaurence.com

Booth #2403: 
Multi-Point Security 
in a Single-Point Size

Nationwide Indus-
tries in Tampa, Fla.,
has introduced several
new products, includ-
ing the patent-pend-
ing KLAW™ 2-point
mortise lock. The 2-
point system fits into
a single-point space.
The simple but effec-
tive mortise lock al-
lows users to use
single or 2-point
locks in the same
routed profile. The
lock can be used
with the company’s new,
patented Regal™ handle.  
❙❙➤ www.nationwide
industries.com

services 
Booth #3823: 
Vesuvius Offers 
R&D, Technical Service 
to Glass Fabricators

Vesuvius, a supplier of fused silica
rolls based in Belgium, now provides
research and development and tech-
nical service support to glass fabrica-
tors in the Americas, Asia and Europe.

continued on page 62
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services 
Booth #1915: 
CCWW® Aims to Get the Fog Out

Crystal Clear Window Works USA (CCWW), headquartered in Nashville, restores
insulating glass units (IGU) using environmental processes under the brand “get
the FOG out!” 

According to information from the company, CCWW’s proprietary methods and tech-
nologies for removing moisture and fog, extending life of a thermal pane unit, and re-
covering thermal performance of residential and commercial windows has provided a
cost-effective, environmental alternative to replacement. The company says they have,
along with its franchisees, restored more than 2 million square feet of glass that would
otherwise have been dumped in landfills, and diverted 7,500 tons of greenhouse gases. 
❙❙➤ www.ccwwi.com

Booth #711: 
Contractors and Designers
Can Depend On Dependable 

Dependable Glass Works in Coving-
ton, La., says it can provide architects,
contractors and designers with all of
their architectural glass needs—lami-
nated glass, textured glass, cast glass
and more. The company’s water jet cut-
ting capabilities allow it to shape glass
to the user’s specifications and do cuts-
outs as required. The company
also fabricates hurricane- and bullet-re-
sistant glass. 
❙❙➤ www.dependableglass.com 

CRL is now offering customized versions of its transaction windows.

http://www.ccwwi.com
http://www.dependableglass.com
http://www.crlaurence.com
http://www.usglassmag.com
http://www.nationwideindustries.com
http://www.nationwideindustries.com


Cardinal Loå3-366™ (low-e cubed), the ultimate performance glass, delivers the best of

all worlds. Its visible light transmittance is excellent, and its solar heat gain coefficient

and u-value are low. That means light continues to stream in while homeowners enjoy

year-round comfort in  any weather. Controlling solar gain also minimizes interior tem-

perature swings. What’s more, by combining Loå3-366 with Neat™ naturally clean glass,

you get windows that stay cleaner longer and clean easier. High visibility, low solar gain,

easier-to-clean – it sounds perfect. For more information, visit cardinalcorp.com.

Loå 3-366 > XL Edge > Neat  > Preserve

CardinalCG Company / Superior glass products for residential windows and doors 
A CARDINAL GLASS INDUSTRIES COMPANY

ULTIMATE PERFORMANCE GLASS

PerfectbalancePerfectbalance

More light. 
Less heat. 
More comfort.

For more information, visit www.usglassmag.com/infocenter

http://cardinalcorp.com


The company has established three
globally positioned roll fabricating
platforms to service the glass indus-
try. The company’s most recent devel-
opments include complex fused silica
bending molds for windshields and
back- and sidelites, and high-purity,
dust-resistant lightweight fused silica
furnace linings. 
❙❙➤ www.vesuvius.com 

machinery and equipment
Booth #3923: 
Glasstech Highlights 
Tempering and 
Roll-Forming Technology

Glasstech Inc. in Perrysburg, Ohio,
will highlight its FCH2™ architectural

flat glass tempering system and the
roll-forming technology used by its
family of cylindrical radius bender
(CRB) systems.  

The FCH2 architectural flat glass
tempering system is a gas-fired forced-
convection system that processes clear
or coated glass, including hard- and
soft-coated low-E glass.  

Under normal circumstances, the
FCH2 can heat clear glass at a typical
cycle time of 30 seconds per millime-
ter of thickness and high-perfor-
mance, soft-coat low-E glass at a
typical cycle time of 33 seconds per
millimeter. 

CRB systems use computer-con-

trolled, flexible upper
and lower beds to bend

glass and roll-form complex
shapes. The CRBA™ produces

parts up to 1,700 millimeters wide
by 2,400 millimeters long and will

temper or heat-strengthen glass as thin
as 3 millimeters. The CRBA produces up
to 180 loads per hour.  
❙❙➤ www.glasstech.com

Booth #2811:
Azon Showcases 
Azo-Brader™ Components

Azon USA Inc. in Kalamazoo, Mich.,
will display the latest head and cutter
components for its patented Azo-Brader.

Designed to mechanically surface
condition an aluminum extrusion cav-
ity before the pour and debridge
process, the Azo-Brader ensures that
Azon’s structural, thermal barrier sys-
tems maintain a secure hold with
today’s most advanced finishes—a
guarantee backed by a 10-year warranty
for approved Azo-Brader applicators. 

The company will also highlight its
Warm-Light® certified fabricator pro-
gram for insulating glass manufactur-
ers and 10-year warranty for thermal
barrier and equipment customers who
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Booth #2925: 
Wagner Polishes with Consistency  

The Wagner Co.’s in Milwaukee, Wis., has created a new
polishing machine that it says provides consistent finish of
polished materials with shortened lead times. The long-
length automatic tube polisher is being used in Wagner’s
circumferential finishing of stainless steel pipe, tube or
solid round bars. The machine has four heads and is ca-
pable of automatically feeding 21-foot lengths of material
with an outside diameter between 1 and 9 inches at a rate
of approximately 4 feet per minute. Wagner says the multi-
polishing heads allow the machine operator to run four dif-
ferent abrasive operations in one pass, while providing a
consistent texture and surface appearance. 
❙❙➤ www.wagnercompanies.com

http://www.vesuvius.com
http://www.glasstech.com
http://www.wagnercompanies.com
http://www.usglassmag.com
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Booth #2751: 
CMS Showcases the Newest in Glass Machinery

CMS North America in Caledonia, Mich., will exhibit its latest glass processing
technologies: the Deltagrind, Runner 3.70 and the Vertec.

The Deltagrind is designed to grind all four sides of rectangular and trapezoidal
glass shapes. CMS says the Deltagrind’s vertical design allows for minimized use of

floor space, with maximum output of a continuous, uninterrupted flow
of parts. The Deltagrind can produce seamed,

flat pencil edges while automatically
reading the shape of

each part. 
CMS’s Runner

3.70 cutting table
has undergone a
redesign. The

new Runner 3.70 is
fast, accurate, user-friendly and reliable, according to CMS. The machine includes a
new compact control pedestal that was redesigned for minimal interference with im-
proved workflow and user-friendly capability. 

CMS’s Vertec machine, designed specifically for the shower door market, can
execute complex internal and external drilling, milling and grinding cycles easily
and quickly. The Vertec has a modular vertical design that allows the operator to
load it manually or from a conveyor. It also works in conjunction with edgers,
washers and automatic loading and unloading equipment. 
❙❙➤ www.cmsna.com

Booth #2123: 
Glassrobots Robo Temp Offers Latest in Convection

Finland’s Glassro-
bots Oy has deliv-
ered an advanced
design in its Robo
Temp™, a flat tem-
pering machine
that combines con-
vection and radiant
furnace technolo-
gies. The company
says the machine is
fast-becoming its
success story, with
nearly 20 machines

already set for delivery by the end of the year, and more than a half dozen of these
going to U.S. companies. Glassrobots says the Robo Temp will boost productivity
while achieving high quality in production–especially of low-E coated glass. 
❙❙➤ www.glassrobots.fi
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follow the company’s online E-Quality
Audit™ and in-house testing programs. 
❙❙➤www.azonintl.com

Booth #1531: 
For.El. Plans to 
Introduce Laminating Line

For.El. will soon launch a PVB lami-
nating line, a project that has been in
the works for more than three years.
With the new line For.El. will offer a
broad range of production equipment,
including glass storage, laminating, cut-
ting and IG manufacturing. 

According to information from the
company, developing a laminating line
was a clear choice due to the continu-
ous development of glass and [inter-
layer] performance qualities, as well as
the exponential growth of power source
costs. “These last years it has been ob-
vious that lamination is indeed the
route to take instead of other tech-
niques for manufacturing highly effi-
cient thermal and acoustic safety glass,”
the company said in its announcement.  
❙❙➤ www.forelspa.com continued on page 66
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Architectural Decorative Glass

(800) 640-3709
www.goldrayindustries.com

To bring you only the best in decorative glass, Goldray is proud to feature new products with

the DecoTherm Digital Ceramic process and Walker Textures satin etch glass, adding a new level to 

our extensive product selection.

Be sure to visit us in Booth 4022 at GlassBuild America to see what’s new in decorative glass!

�High detail images

�No screen costs

�High quality acid etch glass

�Greater product variety

�Shorter lead times

Your Solution to Complex 
Glass Problems

For more information, visit www.usglassmag.com/infocenter

http://www.goldrayindustries.com


Booth #4331:
Billco Unveils 
Glass Washer, 
Adds Enhancements

Billco Manufacturing in Zelienople,
Pa., will showcase its new glass
washer at the show. The 

T i t a n
glass washing system offers
enhanced processing capa-

bilities with easy maintenance, accord-
ing to the company. Billco also will

display three additional machines at the
conference. The FlexiGlyde is an auto-

matic spacer
a p p l i c a t i o n
table for insu-
lating glass
manufactur-
ing. FlexiGlyde
features a
dual-head de-
sign that pro-

duces units with
TruSeal and Ed-

getech spacer systems. Billco’s
CNC 2200 Series glass cutting sys-

tem will offer performance enhance-
ments with its edge deletion technology,
while the Versa Clean Series washer fea-
tures a versatile design with unique pro-
cessing capabilities. 
❙❙➤ www.billco-mfg.com

Booth #3111: 
Edgetech and Partners
Prepare to Display

While the Super Spacer® will once
again be featured, Cambridge, Ohio-

Coming Soon continued from page 64
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SRP® has a great opportunity for people who want 

to save glass, cut waste or make extra money by 

expanding their services.  Not only is the SRP Glass 

Restoration System cost-effective, it’s also the most 

effi cient and versatile professional glass restoration 

system on the market today. Discover just how BIG

the potential can be for saving glass or by adding 

glass restoration to your business. Call today for a 

free video and more information.

Shat R Proof Corp.
(800) 328-0042

www.shatrproof.com

SRP is a registered trademark of TCG International Inc.

The BIG Opportunity in Glass Restoration

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter
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There was a time when architects could choose glass by color alone. Then along came Low-E, solar 
heat gain considerations, and all the inherent problems and compromises of soft coats. Pilkington 
Eclipse AdvantageTM Glass, is the world’s first pyrolytic reflective Low-E. An innovative Low-E 
glass that combines low emissivity with solar control, high visible light transmittance and glare 
control. For more information or glass samples, contact Pilkington at 800 221 0444, or visit 
www.pilkington.com.

Pilkington Building Products North America

811 Madison Ave., P.O. Box 799  •  Toledo, OH 43697-0799 
Main Office Phone: 419 247 3731; Fax 419 247 4517
E-mail: building.products@us.pilkington.com  •  Website: www.pilkington.com
©2003 Pilkington. Eclipse AdvantageTM Glass, Arctic BlueTM Glass and EverGreenTM Glass are trademarks of Pilkington.

Pilkington Eclipse AdvantageTM Reflective Low-E Glass

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter
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based Edgetech I.G. Inc. also is bring-
ing its Form8tor® vinyl profile bending
system, EZ-RAD grid placement table
and the Eco Coat glass protection sys-
tem to the show.

The Form8tor, manufactured by Uni-

Form Engineering, aims to increase
productivity levels through patented tri-
rotational technology that allows up to
eight bends to be produced at one time. 

The EZ RAD grid placement system,
developed in conjunction with Nupro

Products Inc., is designed to reduce
production time by assisting in the as-
sembly, transportation and placement
of grids on washed or unwashed glass. 

Eco Coat, developed with Eco Coat
Glass Protection Systems of Canada,
can be applied to glass and frames to
protect against freight damage and
construction debris. 
❙❙➤ www.edgetechig.com 

Booth #4323: 
Nordson Makes it Easy

Nordson Corp. in Westlake, Ohio, is
showcasing its DuraDrum™ IG bulk me-
ters that it says deliver consistent dis-
pensing of sealants, mastics or adhesives
in insulating glass production. Accord-

ing to Nordson, the DuraDrum provides
an all-electric, sealless pump, that allows
easy operation and virtually none of the
maintenance associated with seals that
wear. The DuraDrum IG meters install
easily on linear extruders and most edge
sealers, or manual systems for fourth-
corner patch or handgun use.

The company also is introducing its
AG-900+ dispensing applicator, ideal

continued on page 70
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The original clamp-on rail

system, from DORMA Glas,

allows for the easiest and

quickest door assembly of

any rail system on the

market. 

DRS Rails are received with

all DORMA hardware

installed, so no hardware

has to be removed and

remounted—simply clamp

it on and it is ready for

installation. The DRS

Clamp-on system allows for

job-site door height

adjustment to compensate

for irregularities in the door

opening. Also, the snap-on

rail covers need not be

installed until job

inspection, keeping

construction site damage to

a minimum.

The DORMA DRS features

Easi-Align™ adjustable

prep blocks for setting door

clearances/pivot centers

while the door is installed.

With DORMA’s Easi-Align

system, one rail size 

(35-3/4") can be used for

openings of 36" or 72". This

operation reduces stocking

requirements, shortens lead

times, and simplifies

ordering requirements.

Innovative design, quality

materials, and the finest

workmanship mean that

DRS Rails have the features

that meet the most

demanding conditions. The

DRS has been independent

laboratory tested for holding

force under any climate

condition. Tested at

temperatures ranging from

–10° to 150°, DORMA’s

DRS rail pull tested for over

3000 pounds per 3' under

the worst conditions, and

for over 5000 pounds in

the best conditions, all

without failure or slippage.

The DRS system offers dry

glaze sidelight rails to

match door profiles, plus a

complete range of saddles

to match clearances. Roll-

in gaskets for easy glazing

eliminate the use of

silicone during glass

installation.

The system is available in

3-5/8" square or tapered,

6", 8", and 10" square

heights, accommodating

both 1/2" and 3/8" glass.

The DRS also offers nine

stock finishes, with custom

finishes available.  

Innovation and quality made

easy. DORMA DRS rail system

with Easi-Align™.

DORMA Glas • 1520 Jabez Run, Suite 303 • Millersville, MD 21108

Tel: 800.451.0649 • Fax: 301.390.0011 • www.dorma-usa.com

DORMA Glas.  Elegance. Versatility. Beauty.

SEE US AT GLASSBUILD AMERICA 
For more information, visit www.usglassmag.com/infocenter

http://www.dorma-usa.com
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for backbedding. The zero-cavity style
of the automatic applicator has been re-
designed to provide clean cutoff while
working with a wide range of materials
and temperature settings. 
❙❙➤ www.nordson.com

Booth #515:
The Mule Lifts with Ease 

Safety is foremost on any company’s
mind, and now Quattrolifts USA LLC in
Henderson, Nev., is offering the Mule, a
machine designed to help small glazing

businesses that don’t operate overhead
cranes reduce their risk of injury when
moving glass. The Mule also helps re-
duce the manpower required to handle

heavy glass lites in the shop. With one
operator, the Mule can lift large lites that
normally would require three to four
handlers, according to the company.
❙❙➤ www.quattrolifts.com  

Booth #2417: 
J&S Machine is on a Roll

J&S Machine Inc. in Ellsworth, Wis.,
will spotlight the CR 148 IM roll-bend-
ing machine. Capable of bending multi-
radius parts with up to 36 radii, the CR

Pilkington Planar TM

The World’s Leading Structural Glass System

It’s All About The Glass !It’s All About The Glass !

W&W GLASS, LLC
800.452.7925  
wwglass.com

Photographer: Adrian Wilson

For more information, visit www.usglassmag.com/infocenter
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Introducing… a revolutionary 
                      washing system at…

Higher standards in… performance.
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Atlanta, GA | September 10–12, 2007

Come See Us in Booth 4331
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148 IM can use the profile data stored
in its memory to program radius and
arc length information. An advanced
hydraulic system provides precise po-
sitioning of the rollers. 

According to the company, the height
of the tooling mount accommodates
specialty tooling for bending storefront
and curtainwall material.
❙❙➤ www.jsmachine.com

Booth #2531: 
Bystronic Flexes
Its Machinery 

Hauppauge, N.Y.-based Bystronic
will showcase its fully automated
shape-capable first’flexspacer line. The
system includes a three-brush pair
washer with electronic speed control,
an automatic ESA application robot
with a grid marking device, a tandem
gas fill with an assembly press for
krypton and argon filling and a hotmelt
sealing robot with corner wiping tool.
❙❙➤ www.bystronic.com 

SEE US AT GLASSBUILD AMERICA 
For more information, visit www.usglassmag.com/infocenter
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resources
Booth #2219: 
Kawneer to 
Showcase Green Design

Kawneer Co. Inc., headquartered in
Norcross, Ga., will showcase four major
product focus areas at this year’s show:

green design, protective glazing, pre-
glazed/pre-assembled and thermal de-
sign. Among the featured products will be
the new Paneline® EL security entrance. 

The company’s first brochure printed
entirely on Forest Stewardship Council-
certified paper also will be available. It
outlines the company’s brand promise
and capabilities, including its product
segments and areas of focus, such as

continued on page 74
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A Wide Range of Solutions For Your Specific Needs
Complete Cutting LineCutting Tables

SeamersCNC V-Grooving

Drilling & Milling3 & 4 Axis CNC

7 Axis CNC Vertical CNC

CMS North America, Inc.
4095 Karona Court, Caledonia, MI 49316

Tel: 616-698-9970 Fax: 616-698-9730

www.cmsna.com - cmssales@cmsna.com

LB 3.70 / 6.20RUNNER 3.70

TI 1.25

DELTAGRIND

FT 2.75 VERTEC

B7 2.03 DELTASHAPE
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impact-resistant products and sustain-
able solutions. 

The company’s new interactive LEED
Planning Tool, developed to help navigate
the complex LEED certification process,
also will be available. Visitors to the booth
can pick up the tool, which guides users
to the specific Kawneer products and so-
lutions that meet the requirements for
each targeted LEED category.
❙❙➤ www.kawneer.com

Booth #3007:
New PPG Brochure 
Highlights Certified 
Fabricator Program

PPG Industries in Pittsburgh has
published a new brochure highlight-
ing the Certified Fabricator Program
(PPG/CFP), a group of glass fabrica-
tors certified by PPG to provide a full

range of high-performance
PPG glass products. These
products include Solarban
70XL, Solarban z50 and So-
larban 60 glasses. The
brochure also includes a
map of PPG/CFP member
locations and contact infor-
mation. The new brochure
details the benefits of
PPG/CFP members’ offer-
ings to their customers,
such as priority access to se-
lect high-performance PPG
glass products, accelerated
lead times, in-stock replace-
ment glass and regional
sourcing.
❙❙➤ www.ppg.com

continued on page 76
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high-performance product offerings, 

legendary durability, specialized 

equipment solutions, industry-leading 

sales and technical support, quality 

assurance and customized marketing 

solutions. In business, position is 

everything. This September don’t sit 

on the sidelines – rush to Edgetech’s 

Booth #3111 at GlassBuild 2007 or call 

800.233.4383 and get ready to score!

Reaching your company’s goal 

line depends on the position 

you take on the fenestration field. 

Let Edgetech’s expert team help you 

improve efficiency and throughput 

with the design, development and 

installation of your IG / window 

operation. Edgetech has the strategy, 

skill and sportsmanship to help keep 

you ahead of the game with our 

If you’re not playing with Edgetech, you’re not winning. 

We’re there for you at every turn!
w w w. e d g e t e c h 3 6 0 . c o m

In Business

Position is Everything!

For more information, visit www.usglassmag.com/infocenter

http://www.edgetech360.com


76 USGlass, Metal & Glazing  |  September  2007 www.usglassmag.com

Booth #2021: 
EFCO Promotes 
A Greener World 

EFCO Corp. in Monett, Mo., has
made available its new Building
Green with EFCO brochure that fo-
cuses on the company’s energy-effi-
cient products. 

EFCO manufactures earth-friendly
products comprised largely of glass
and aluminum. These include archi-
tectural aluminum windows, cur-
tainwalls, storefronts and entrance
systems for commercial architectural
applications.

The brochure encourages others to
participate in the LEED Green Build-
ing Rating System.
❙❙➤ www.efcocorp.com   ■

T R A D E  O N L Y

November 13 –15, 2007
Metro Toronto Convention Centre, North Building

Tuesday, November 13 5 pm–8 pm
Wednesday, November 14 10 am–5 pm
Thursday, November 15 10 am–3 pm

Produced for the benefit of the industry by the 
Canadian Window and Door Manufacturers Association.
www.cwdma.ca

For information on Visitor Registration,
Industry Seminars & CWDMA Meetings:
www.windoorshow.com 

Show office: Shield Associates Ltd.
1-800-282-0003 (North America wide)
Tel: 416-444-5225  Fax: 416-444-8268 
E-mail: windoor@salshow.com 

Callaway–the official golf products of Win•door North America
Show visitors will have a chance to win Callaway golf prizes daily 
in support of “Partners Promoting Window and Balcony Safety”.

North America’s Most Focused Fenestration and Door Industry Show

Coming Soon continued from page 74

storefronts
Booth #1001:
Dry Glaze Option Now Protects Storefronts from Impacts

The ProTek entrance and storefront systems from YKK AP® in Austell, Ga., are
now available with dry glaze Dupont SentryGlas Plus for large missile applications. 

The design of the ProTek systems
and the properties of the dry glaze
SentryGlas Plus enable a gasket to
replace the interior structural silicone
seal typically required on blast- and
hurricane-resistant products. Accord-
ing to information from the company,
the use of an interior gasket lowers
material and labor costs, improves
the aesthetic appearance of the ap-
plication and helps to mitigate qual-
ity concerns associated with the field
application of structural silicone. 
❙❙➤ www.ykkap.com
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Lawrence B. Palmer-Ball

1 339
PALMER PRODUCTS
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No Slowdown in Sight for 
Southeastern Glass Businesses

The Southeast is home to many recent glazing projects,
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Southeastern Glass Businesses
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A
h, Atlanta—home of
CNN and Coca-Cola.
While many of us would
be lost without our daily
fix of Headline News and

the afternoon Diet Coke break, there’s
more to this city of Southern charm
than these two staples. Atlanta has
proven itself as one of the country’s
fastest growing cities. In 2005, for ex-
ample, metro Atlanta led the nation in
housing units authorized, reporting
72,861 building permits, topping New
York (67,207) and Phoenix (62,617)1.

Yes, you might say, it’s not such a bad
time to be a contract glazier in the
Southeast, as
other cities,
such as Char-
lotte, N.C., also
are experienc-
ing plenty of
work. And it
wasn’t an easy
task tracking
down a handful of Southeast glass and
glazing contractors to ask about the
business climate in their segment of the
country. It’s not that they didn’t have the
interest, they just didn’t have the time;
after all, business is booming. 

According to John Juba, president of
Juba Aluminum Products, a mid-sized
commercial glass and glazing contrac-
tor based in Concord, N.C., the work
availability is unprecedented. “In my 37
years of business I have never seen such
opportunities as I am seeing today,”
says Juba. “Every month and with each
new project comes extraordinary com-
plexity and scope in design. It is
tremendously exciting.” 

James Sawrey, a partner with Sum-
mit Glass Contractors who handles the
sales aspect of the operations, agrees.
“It’s as busy as I have ever seen it,” he
says. Based in Charlotte, Summit is a
mid-rise contractor specializing in con-
struction projects fewer than five sto-
ries. The company was founded just
seven years ago by Sawrey and Murray
and Larry Lavender. 

“It’s really a simple business and all
about service,” says Murray Lavender,
one of the three owners at Summit
Glass, who has been in the glass busi-
ness for some 40 years. “Being in the
midst of a growing area certainly helps.”

Glass Stream Inc. founder and owner
Randy Osborne “is second-generation,”
explains Jeff Post, contract sales man-
ager for Glass Stream. His company
specializes in mid- to high-rise com-
mercial construction in Kennesaw, Ga.
“He left his father’s family business
[Tuxedo Glass & Mirror, founded in
1959] to start Glass Stream with his
partner Tom Pepper … in his garage

no less. That was 16 years ago and both
businesses are thriving today in an en-
vironment that’s about the best it’s ever
been,” says Post.

According to Sawrey, the greater
Charlotte construction market is hot
right now. “I anticipate it being ex-
tremely active through the next four to
five quarters,” he says. 

“I don’t think it’s a bubble,” adds
Lavender. “I think the growth and op-
portunity will be here for awhile.”

Renewed Excitement
The growth and opportunity that

characterizes the Southeast’s level of
activity has enabled many companies
to shine. A renewed sense of enthusi-
asm for their craft and a positive out-
look for the future is spurring
expansion and diversification within
their operations. 

“There has been a great deal of
growth in our area over the past couple
of years,” says Sawrey. He believes this
has been a major contributor to the
boom in new construction and expan-
sion activity. “There is an incredible
increase in development, especially

around Charlotte’s light rail system that
includes heavy residential and condo
construction. It’s very exciting.”

Juba focuses on the entire exterior
façade and the company specializes in
custom, high-performance systems. “As
a glass and glazing contractor, the mar-
ket has demanded we move beyond
traditional glass and curtainwall and
the opportunity to do so is here,” says
Juba. He says his company works with a
variety of exterior products, including
aluminum, composite, granite, orna-
mental metals, steel and glass panels.
“Owners, architects and contractors
count on our expertise and knowledge

when it comes to in-
terfacing these vari-
ous products into one
functioning system.” 

“The city of At-
lanta is booming,”
says Post, a former
manufacturer’s rep,
who has been with

Glass Stream for more than seven years
and in the glass industry for more than
30. “It’s hard not to be excited about the
opportunities glazing contractors have
at this time.”

Rick Strickland, custom products
sales manager with W.S. Nielsen in Al-
pharetta, Ga., says his company is as
busy as it has ever been. “We have a
large backlog and quite a number of
high-profile jobs underway throughout
the Southeast and other areas,” says
Strickland, who has more than 30 years
of construction experience.

According to Strickland, Atlanta al-
ways has enjoyed a steady staple of
growth in healthcare, hospitality, condo
and other multi-family residential con-
struction segments. “Today, however,
we are seeing a boom in specialty de-
velopment projects such as Atlantic Sta-
tion, formerly the Atlantic Steel Mill. It
is among Atlanta’s premier live-work-
play communities. A massive renova-
tion has taken what was once an
industrial eyesore and transformed it
into a city within a city bringing with it

continued on page 80

“Being environmentally conscious is
not just a trend or the way of the future, but

makes good business sense as well.” 
—Jeff Post, Glass Stream Inc.

1 Source: Metro Atlanta Chamber of Commerce.
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unique housing, retail, and commercial
development opportunities.”

LEEDing the Way
Today’s trends in the industry not

only impact how buildings are being
designed and built, but also the speed
at which they are created as well as the
way by which they are managed.

One industry trend that is having a
significant impact on the industry is
the Leadership in Energy and Envi-
ronmental Design (LEED) Green
Building Rating System. “This envi-
ronmentally friendly trend is rapidly
becoming a way of life in our area.
These green programs are topping
the list with developers in our area,”
says Juba. 

Michele Juba-King, who handles
Juba’s marketing and communications,
has found that it is essential for glaz-
ing subcontractors to be familiar with
LEED and committed to meeting the
goals of the LEED program in order to
remain competitive. “Because general
contractors are now responsible for
sustainable buildings, they are select-
ing only subcontractors who share the
same conservation of energy perspec-
tive and are committed to doing their
part in creating a healthier, more pro-
ductive and more efficient place to live
and work,” Juba-King explains.

“If you’re not on board, you’re going
to get lost,” adds Juba. “It’s definitely the
way of the future.”

Juba continues, “Something else that
seems to be the wave of the future is
the green initiative that I have seen
among some very large corporations
building in our area. I have really been
impressed with the likes of Wachovia,
Bank of America and Duke University,
to name a few, who have taken the lead
in going above and beyond, and on
their own, in terms of making their
buildings more environmentally

Private Housing Units Authorized 
(Atlanta MSA in units)

Year Total # Single-Family Multi-Family

1995 48,277 35,162 13,115

1996 48,262 37,527 10,735

1997 49,774 38,482 11,292

1998 57,803 45,786 12,017

1999 61,046 48,275 12,771

2000 64,216 46,747 17,469

2001 65,268 48,423 16,845

2002 65,551 50,151 16,400

2003 66,377 55,033 11,344

2004 73,995 57,304 16,691

2005 72,861 61,558 11,303

Source: U.S. Census Bureau, 2006

Atlanta’s Total Private Construction Valuation
(Atlanta MSA 2003-2005 in units)

Construction Type 2003* 2004** 2005***
Office $510,207,040 $481,773,300 $728,744,093
Retail $944,644,093 $269,717,787 $1,435,010,661
Financial (Bank) $74,049,921 $135,105,908 $70,088,509
Medical/Long-Term Care $225,594,685 $239,662,007 $451,151,722
Educational $521,096,294 $426,726,973 $672,190,748
Government $208,345,055 $165,600,501 $106,842,474

Total Commercial Units Authorized by Building Permits
(Atlanta MSA 2003-2005 in units)

Construction Type 2003* 2004** 2005***
Office 1,918 1,919 2,328
Retail 2,797 2,799 3,736
Financial (Bank) 144 144 145
Medical/Long-Term Care 418 419 406
Educational 273 273 234
Government 187 183 131

Source: Metro Atlanta Chamber of Commerce/DEC International
*Figure represents 18 of 28 counties in the metro Atlanta area. 
** Figure represents 19 of the 28 counties in the metro Atlanta area; 
*** Figure represents 20 of the 28 counties in the metro Atlanta area.
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friendly, energy efficient and more sus-
tainable. There was a time when many
companies seemed only to be inter-
ested in bigger and prettier buildings.
Now it’s as much about aesthetics as it
is about function, environment and
conservation of resources in the design
and construction of their buildings.” 

“We are seeing more interest and ac-
tivity involving the LEED program,

too,” says Strickland. “We buy extruded
aluminum framing, a portion of which
is made from recycled aluminum. This
is probably the most reusable LEED
product we utilize.”

“Projects committed to LEED are
definitely moving to the forefront in
our industry,” Post says. “It impacts all
of us, from the way buildings are de-
signed to the products we use to how
a structure is constructed. Being en-
vironmentally conscious is not just a
trend or the way of the future, but
makes good business sense as well.”

Boom Benefits 
The benefits of a bustling market en-

able glass and metal companies to excel
in their niches, expand into new prod-
ucts lines and services and enjoy
greater choice in their project selec-
tions and labor pools.

Post says one of the benefits of
today’s bountiful work environment
is that his company can afford to be
choosy with certain projects and gen-
eral contractors with whom it associ-
ates. “We look for a clientele of

general contractors who, one, build a
good building and two, who will pay
us in a timely manner,” Post says.
“We’ve had our share of dogs and
we’ve scratched them off our contact
list. We like to be involved with qual-
ity people and quality general con-
tractors that build a quality structure.
We go above and beyond and always
make it a point to do a little bit more

than is asked or expected. If we can
give our customers a good return on
their investment we are rewarded
with repeat business.”

“Several years ago it was pretty chal-
lenging to get the types of projects we
wanted based on our company niche,”
says Juba. “Now, we are fortunate
enough to be able to pick and choose
our projects of choice.”

“Unlike some of my colleagues in the
vertical curtainwall industry,” says
Strickland, “we don’t turn away any op-
portunity. We chase everything we
can—we have to. In our niche just one
out every 100 structures involves sky-
lights or slope glazing, so we are always
pounding the streets for work no mat-
ter what the business climate.” 

“Another benefit to the growth is that
it is bringing us more selection in
terms of the labor market,” says Juba-
King. “We continue to bring on quali-
fied employees who have come to the
area in search of work opportunities.”

Sawrey has a similar perspective.

continued on page 82

“I don’t think it’s a bubble. I think 
the growth and opportunity

will be here for awhile.” 
—Murray Lavender, 

Summit Glass Contractors 
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“Currently, let’s just say we all have
enough work to support competition
at this level and are not overly hungry
so to speak,” he says. “None of us have
to give away work just to create a
backlog. We all seem to be on a level
playing field and are happy with the
current backlog of projects.”

Challenges
In today’s construction environment

the pace at which people and projects
are moving is staggering.

“It seems we have quickly gone
from the fast-track to flash-track,

moving through incredibly complex
projects at the speed of light,” says
Juba. “Design-build projects can face
additional complications when it
comes to the flash-track. Building
owners push the architects to produce
their drawings and get their designs
out at an increasingly faster rate. Gen-
eral contractors then get with their
subcontractors and start on projects
before they have all the documents in
an attempt to keep up with the pace.”

Juba continues, “In these times of
plentiful opportunities, we must be
responsible and realistic of the vol-

ume of work that we, as a company,
can adequately handle. Despite the
faster pace, the owners do have ade-
quate time to find a suitable site to
build and the architect can take the
proper amount of time to give the
owner the best design for his money.
The bottom line is there must be an
absolute partnership among the
owner, architect, general contractor
and glazing subcontractor for a suc-
cessful project from beginning to
end.”

Money matters also can be a concern.
“Rising and skyrocketing costs in

some areas will always be an issue in
this industry,” says Post. “It’s just part
of the headache and we deal with it
everyday. As a glazing subcontractor,
you have to understand your actual
costs when bidding and build this in
as part of your cost analysis. Under-
standing your costs is essential to suc-
cess and making money. Not

The copper-clad skylight dome (above),
part of Atlanta’s North Park 500
project, was renovated by W.S. Nielson
as a colorful glass showcase (left).
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understanding the costs involved in
your business is what can, and does,
put a lot of glass companies out of
business.”

Keeping other construction parties
up-to-speed on the changing glazing
industry products, codes and re-
quirements also is important. 

“We must educate our general con-
tractors, customers and suppliers in
terms of scheduling, product per-
formance, ample notice to proceed
and booking production slots,” says
Sawrey. “As one of the last trades to
flow into the building, and always
under tight deadlines, we don’t have
the luxury of any extra time for delays
or problems. This tends to add a little
pressure to our work.”

“Anyone in the industry knows that
glass and glazing contractors are typ-
ically not given enough notice along
the way so a project manager has to
really be on top of his game,” Sawrey
adds. “We spend a lot of time at our
jobsites working with project man-
agers and superintendents to ensure
we’re on track with each and every
project.”

Unlike many other areas of the
companies where contract glaziers
are struggling to find and keep a solid
workforce, this has not been the same
negative issue in the Southeast.

“Our greatest challenge with labor
remains proper supervision of our
projects. We put a great deal of effort
into working with our labor force and
empowering them to take on addi-
tional responsibilities and lead roles
on projects,” says Sawrey. 

“Labor is not an issue for us and we
virtually have no turnover,” says Post.
“We have outstanding people in our
office. By surrounding ourselves with
good people inside and out it has paid
off with a loyal following and a back-
log of business.”

Tips from the Top
Staying in constant communication

and working closely with the architects
and general contractors has proven to
be a positive move for some Southeast-
ern glass companies.

“We definitely try to get in with ar-
chitects on the front side of projects
to help with the design,” says Post.
“Being in this position allows us to
provide valuable input in terms of the
design, product selection, products
that meet building codes and helping
the general contractor put together a
competitive quotation for a bid.” 

Sawrey says if he knows a contractor
is thinking about working with his
company he will do a lot of work on the
front end, whether a contract has been
signed or not, to try to get as much lead-
time as possible. “While this can be a
gamble,” he says, “I have found the ini-
tial effort typically pays off. Following
along these lines, we have been working
with developers on the front end, too. I
find if we get conceptual drawings and
assist in the design and development
stage of a project (i.e., be available to an-
swer questions, price products, etc.) it
also can pay off. The down side is it does
take a long time to bring a project to a
close, but it helps us get a foot in the
door and create a future project.” 

Strickland agrees that getting in on
the ground floor and providing de-
sign assistance to architects is advan-
tageous. “We like to drive the ship, so
to speak, from the initial contact
through the bid and ultimately to the
contract and installation. We want to
be viewed more as a resource than as
the silent sub. We don’t want to cause
our general contractors any
headaches. We like to get in and get
the job done, quickly, efficiently and
with minimal problems.” 

continued on page 85
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“Here, we don’t subcontract any-
thing,” continues Strickland. “All em-
ployees are OSHA certified and trained
in-house. We have the ability to provide
custom products of just about any size
and scope that is appealing to the
owner and architect. For example, we
installed 1,000 skylights in the High
Museum in Atlanta. This project had
special requirements in terms of light
infiltration, quality of light and con-
densation. We recently finished a proj-
ect [North Park 500] where we erected
two 50-foot diameter glass dome sky-
lights over existing cladded copper
domes. This allowed the area to be in
the dry and viable for use during the
renovation of a garden terrace area.”

Summit Glass operates by the same
philosophy. With working owners, the
staff pretty much does it all themselves.

“Because we have definitely felt a
pinch in our skylighting segment as
the regional mall trend gives way to
the outdoor or lifestyle mall move-
ment, we’ve had to make some
changes in how we do business, “
Strickland explains. “We’ve picked up
the slack by expanding into other areas
such as custom glass and translucent
canopies and entryways. We’ve diver-
sified and have added more products
to our bag of clubs to include more ar-
chitectural skin features such as lou-
vers, sunshades, aluminum grills and
architectural metal mesh. We also pro-
vide turnkey solutions to general con-
tractors where we furnish and install
products and that has helped us in-
crease market share.”

Even during times of height-
ened activity, employing the
principals of good business is as
important as ever. Good service
never goes out of style and yields
far-reaching results. 

“Our business mantra is to not
‘let our business get any bigger

than we can put our arms around,’”
says Sawrey. “We have to be realistic.
We have a limited number of staff
members, a limited number of hours
in a day and can only feasibly manage
a certain number of projects well. It’s
a disservice if we offer our customers
anything less.”

Customer for Life
“We make a legitimate effort to

make a ‘customer for life’ and we won’t
load ourselves just because we can,”
Sawrey adds. “Even if it means send-
ing a contract back in certain cases
because we can’t provide the level of
service a customer deserves then
that’s what we have to do. It’s definitely
painful but we also have to be realistic
with our limitations. If you stub your
toe on one project because you get a
little greedy, it can take a long time to
live that down.”

Post says it’s important to work to-
gether as a team. “If we give the
owner a good project and everything
comes together we all win and we all
make money.” 

More often than not, a company’s
reputation and workmanship will
best help in building long-term, suc-
cessful relationships, which can be
key to success.

“People like to do business with
people they like. Having a good cus-
tomer base and taking good care of
those customers helps keep a steady
stream of work flowing. Our perform-
ance on each job is what paves the way
to the next,” says Strickland.   ■
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T
here’s a saying about people
who live in glass houses. No, not
that one. Something to the ef-
fect of: “Architecture should

move you, amuse you, inspire you.” Actu-
ally, that’s a saying from one person who
lived in a very recognizable glass house. 

Architect Philip Johnson built his
glass house in New Canaan, Conn., in
1949. The house was constructed using
lites of ¼-inch glass, divided and sup-
ported by black steel pillars, with no in-
terior walls. The house, which Johnson
considered a “viewing platform” of the
surrounding landscape, is now known
as a textbook example of architectural
modernism. It has been back in the

spotlight in recent months since it
opened to the public for the first time in
its 50-plus year history (see The Story of
the Glass House, page 90). While tours
have been conducted since April, the site,
now under the care of the National Trust
for Historic Preservation, will close late
next year as it is prepared for a major
renovation next winter, including the re-
placement of that famous glass. 

The Look that 
Needs to be Preserved

One concern of the future renovation
is the integrity of the original design in-
tent of the Glass House, without allow-
ing the changes in glass type or

thicknesses to alter the way the struc-
ture looks. Dave Paqua is president and
owner of Franklin Glass and Alu-
minum in Stamford, Conn.—the com-
pany that did the original glass
installation for the Glass House in 1949.
Paqua says the original glass was PPG
¼-inch polished plate. 

“As years went by, the extreme over-
size of the glass really dictated some-
thing stronger in there, and I think the
next step was to temper ¼-inch glass,”
says Paqua. “That proved to be pretty
problematic … because of the waves in
[tempered glass].”

Paqua says the next step was to
turn to 3⁄8-inch clear tempered glass,

Now Open to the Public, The Glass House Prepares for Future Renovation 

by Megan Headley

People Who Live In
Glass Houses … 

Learn Lots About Glass Replacement
Photo by Eirik Johnson.

Since 1949, Philip Johnson’s
Glass House has been known
as a textbook example of
modern architecture.
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“and that seemed to solve most of the
problems.”

“Replacements have been ¼-inch
tempered (2001 and 2004 replace-
ments), ¼-inch laminated (2000 and
2002 replacements) and 3⁄8-inch tem-
pered (1999 replacement),” elaborates
Sandy Cross, Glass House preserva-
tionist. “Laminated or tempered safety
glass was chosen for replacements,
rather than plate glass, due to contem-
porary building codes.” 

Cross says the glass has been re-
placed on an as-needed basis, and, ac-
cording to Paqua, it’s been needed
frequently.

“Franklin Glass installed the original

glass in the house and we’ve pretty
much been servicing that place since
1949,” Paqua says. “Over the years we’ve
pretty much replaced all of the glass in
the house.” 

Expecting the challenges of living in
a glass house, Johnson convinced PPG
to keep the original, large lites used for
the house in stock in case of glass
breakage, Paqua says.  “Today, getting
these oversized lites is not [as much of]
an issue as it used to be,” he adds.  

According to a 1996 Conditions Sur-
vey Report by Philip Johnson, Ritchie
and Fiore Architects, availability played
a big role in the choice of whether to
use laminated or tempered glass for re-

placements. “Tempered glass is ordered
to size, while laminated glass can be cut
to size and fabricated in the shop,” says
the report.   

The framing system is all steel, in-
cluding mullions and transoms, with
stops for the glass infill. The original
glass had been set in glazing putty,
Cross says, although replacements have
been set with pre-shim Tremco tape
and sealed with either silicone or
polyurethane sealant. 

With all the glass breakage that has
occurred over the years, it is the steel
framing system that is behind this

continued on page 88

Photo by Eirik Johnson.

The Glass House has seen at least five
instances of glass replacement since
the original PPG 1�4-inch polished plate
was installed.

http://www.usglassmag.com


88 USGlass, Metal & Glazing  |  September  2007 www.usglassmag.com

latest renovation, which will replace
all of the Glass House’s famous
cladding. 

Problems Arise
Based on the 1996 Conditions Sur-

vey Report and an extensive condi-
tions survey in the summer of 2006 by
Cross, the National Trust staff realized
that the steel framing system had be-
come corroded and would need to be
replaced. 

“The corrosion of the steel (severe in
several locations) was contributing not
only to the degradation of the steel it-
self, but also was affecting the glass—
the glass is cracked in a few areas due to
the pressure placed on it by the expan-
sion of the steel caused by oxide jack-
ing,” Cross says. 

The renovation will aim to prevent
moisture infiltration problems, which
has led to much of the deterioration.

“The original steel transoms are flat
and there are no weeps at the stops, so
moisture ponds on the surface … ad-

ditionally, much of the sealant, until re-
cently, was cracked, deteriorating and
missing,” Cross says. “If the moisture
infiltration issue is not mitigated, then
deterioration will continue and the
restoration project will be all for
naught.”

The Modern Overhaul
Corroded steel, broken glass and a

cracked and spalling brick base have
provided plenty of reason to launch a
full renovation of the historic structure.
To reach the source of the problem,
though, the contractors will need to go
through the glass walls. 

“In order to access and address the
steel corrosion, the glass will need to be
removed and some steel components
will need to be disassembled,” Cross
says, “so some glass breakage may be
inevitable, thereby requiring glass re-
placement anyway.”

While there have been countless in-
novations in glass since 1949, from in-
creased energy efficiency to security

(see What if the Glass House was Built
Today, page 92), the main concern with
the renovation is to maintain the orig-
inal design intent of the Glass House. 

“We do not want to alter the way the
Glass House looks due to a change in
glass type or thickness, nor do we want
to affect the way the landscape is
viewed from the inside of the Glass
House looking out,” Cross says. “We
merely want to maintain the building
and make it safer for the public. If we
took no action, the steel would continue
to corrode, the brick would continue to
spall and the glass would continue to
crack.”  

Oldcastle Glass, headquartered in
Santa Monica, Calif., will provide the
glass. According to Mary Carol Witry,
vice president of business development
for Oldcastle, there will be some further
changes to the type of glass used in the
house. 

“It’s going to be annealed, laminated

continued on page 90
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Photo by Paul Warchol.

The corrosion of the steel framing system is the catalyst for the
renovation of the Glass House planned to start in fall 2008.
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Born in 1906, Philip Johnson prac-
ticed architecture until his death
in January 2005. According to in-

formation from the National Trust for
Historic Preservation, Johnson has
been at the center of American archi-
tecture since he served as the first di-
rector of architecture at The Museum of
Modern Art in 1932. His contributions
to the field of architecture earned him
architecture’s highest awards, including
the AIA Gold Medal and the Pritzker
Prize.

Johnson is known for having designed
some of America’s greatest landmarks,
most notably his own home, the Glass
House. Regarded as one of the world’s
iconic, mid-century modernist struc-
tures, the Philip Johnson Glass House
began in 1949 as a five-acre parcel of

land containing the Glass House, Brick
House and connecting courtyard. The
site has grown over the course of nearly
50 years, and stands today as a 47-acre
canvas. Johnson built the Glass House
as his private residence, and used it con-
tinuously until his death in 2005. Its pur-
pose was to provide a vantage point on
the landscape. 

Johnson interchangeably referred to
the entire site including the house as
“the Glass House.” The site encom-
passes 14 structures—11 structures
designed by Johnson and three vernac-
ular structures original to the property
and renovated by Johnson and his part-
ner, David Whitney. These buildings pro-
vided the context for many daily
activities at the Glass House. 

“He was a wonderful guy to work

with and I met him on numerous occa-
sions,” says Dave Paqua, president
and owner of Franklin Glass and Alu-
minum in Stamford, Conn. Paqua’s fa-
ther did the original glass installation
for the Glass House, and Paqua has
assisted with periodic glass replace-
ments. “He was fun to talk to and truly
loved the place.” 

Paqua, who has spent much time on
the grounds of the Glass House, says
that to see the house is to understand
how a person could make it a home. 

“You have to see how you could ab-
solutely, without question, live in this
house,” says Paqua. “The views in and
out and the landscaping and the vision
that he had are absolutely outstanding.” 

continued on page 92

The Story of the Glass House

People Who Live In
Glass Houses … 
continued from page 88

Photo by Eirik Johnson.

Philip Johnson’s Glass House is one of
14 structures on the site Johnson also
referred to as the Glass House.
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Thinking about the advances in
the glass industry over the last
ten, much less the last 58, years

since Philip Johnson’s Glass House
was completed, one can’t help but
wonder what type of products might
be used if the Glass House was built
today.

“As an architect, Philip Johnson was
said to favor aesthetics over function,
and his iconic Glass House is
likely the starkest and most vis-
ible expression of that senti-
ment,” notes Robert J. Struble,
marketing communications
manager for PPG Industries
Inc. in Pittsburgh. “Fortunately,
over the past 60 years since
the Glass House was constructed, nu-
merous advances in glass have largely
eliminated the gap between its obvious
aesthetic appeal and its impracticalities
as a building material (solar heart gain,
lack of insulation).”

Lack of insulation was a problem
that Johnson didn’t try to solve. Ac-
cording to Dave Paqua, president and
owner of Franklin Glass and Aluminum
in Stamford, Conn., Johnson’s solution
to the cold Connecticut winters was to
stay in the Brick House once the tem-
peratures dropped. 

“You can’t live in the Northeast
today and not have insulating glass
(IG),” says Paqua.

Owners of 10 to 15 other “glass
houses” in New Canaan, Conn., have
already had Paqua re-glaze their walls
with IG.

“It should be double-glazed with a
low-E coating for insulation and heat
loss,” recommends Chris Barry, direc-
tor of technical services for Pilkington
in Toledo, Ohio. Barry says an appro-
priate low-E coating and/or window
tint could be used to control the glare
as well as the heat gain. “There’s a
million and one of those available.”

Scott Thomsen, chief technical offi-
cer and vice president of Guardian
Group, would solve the problem of

cold winters another way: heated
glass. 

“We take the IG unit and we apply a
special coating, we apply voltage and
the IG emits heat inside the house,”
Thomsen says. “It increases the crea-
ture comfort.” 

To stop the loss of heat from the
home, Struble suggests PPG’s Solar-
ban 70XL transparent solar control

low-E glass. “The aesthetic and envi-
ronmental benefits of Solarban 70XL
glass are reflected most clearly in its
light to solar gain (LSG) ratio, which
measures 2.37 in a standard 1-inch IG
unit.”  

Thomsen says he would suggest
using laminated glass to solve an al-
together different problem. “[You]
need to either use vacuum IG or lami-
nated to reduce the sound.” 

As Thomsen notes, most houses
use gypsum board and fiberglass in-
sulation for soundproofing, while a
glass house wouldn’t have those luxu-
ries. Laminated glass would help to
dampen the noise outside. 

Thomsen says laminated glass isn’t
necessary, though, for another prob-
lem for which the Glass House is
known. As Paqua knows from his
many trips to replace glass in John-
son’s house, birds flying into the win-
dows can be a big problem. Paqua
recalls that it seemed to always hap-
pen during a company Christmas party
that he would get a phone call from
Johnson or the Glass House caretaker
that a goose had gone through one of
the windows. 

“The bird … thinks there is more area
behind the glass and flies on into it,”
Barry explains. “To effectively prevent

that from happening, the window needs
to be broken up into smaller frames or
[use] a silkscreen on the glass.”

That’s not an option for the Glass
House, where visibility is key. But, as
Thomsen says, this is not a problem
that’s unique to this glass building. 

“There are actually some cities that
are enacting codes right now that you
need to have something in the glass

that birds see. There’s re-
search being done that
birds can see in the ultravi-
olet (UV) region,” Thomsen
says. “There’s work being
done in Chicago, New York
and London to put coatings
on the glass that birds can

see in the UV range, so birds won’t run
into the glass.” 

If, rather than glass breakage,
smudges are the concern, Barry has a
suggestion for that as well. “The ‘self-
cleaning’ coating is an interesting
thing to consider for a situation like
that,” he says. 

Barry also suggests an anti-reflec-
tive coating to allow for transparency
in the modernist monument, “to allow
people to see in more readily.”

Another problem with living in a
glass house is that the furniture is
sure to fade from constant exposure
to UV light.

“Laminated will block the UV—or we
have a product called ClimaGuard SPF
that blocks 99.9 percent of UV,”
Thomsen says.

Whatever the choice of glass prod-
uct, Struble says, it would ultimately
have to be energy-efficient. “[Johnson]
seemed to care about those things
long before it was in vogue,” he says. 

And whatever glass products were
used, the glazier on the job would
have his run of a fascinating site ded-
icated to his medium. 

“It would be pretty exciting to do,”
says Paqua.

continued on page 94
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What if the Glass House was Built Today?

“Over the past 60 years since the Glass
House was constructed, numerous advances
in glass have largely eliminated the gap be-
tween its obvious aesthetic appeal and its

impracticalities as a building material.”
—Robert Struble, PPG
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glass,” Witry says. “We’re going to need
to increase the thickness because of the
updated codes.” 

Until further studies of the building
are undertaken and a design architect
is brought on board, specific dimen-
sions will not be determined. 

“A minimum of 3⁄8 inches thick over-
all, maybe as much as ½-inch,” Witry
says. 

What to Expect 
No matter the eventual dimensions,

Witry says there will be no issues with

keeping the building in line with John-
son’s vision. 

“We’ll be able to maintain the origi-
nal intent of the building,” Witry says.
“We went out there and looked at the
existing framing and stops to ensure
that we’re not going to have to change
any profiles so, aesthetically, the look
will be there—clear glass is clear glass.” 

While product choice won’t be a
problem, the logistics of installation
may be. 

“Logistics of getting to the actual
house is a concern,” Witry says. “There’s
quite a beautiful landscape around, and
special care needs to be taken into con-
sideration. There’s a long way to travel
to get the glass into the opening.” 

Paqua recalls, “When Mr. Johnson
was alive [glass replacement] was very
difficult because he wouldn’t want us to
step on the lawn.” 

However, Paqua says the biggest chal-
lenge he’s faced in replacing the glass in-
volves removing the screws. Over the
years, though, the materials have
changed and the current use of stainless
steel screws has eased that challenge. 

Since the renovation is still in the
early stages, a glazing contractor has
not yet been chosen to perform the
work. The renovation is expected to
take place between fall 2008 and spring
2009, and the National Trust staff hopes
the project will be completed prior to
the start of the tourist season in May
2009.

“We will begin the restoration in fall
2008—the tour season will end early
for this reason—and will continue
through the winter and spring, so no
visitors will be onsite during the time
of the project,” Cross says.   ■

M e g a n  H e a d l e y
is an assistant editor
for UUSGlass magazine.
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Take a walk outside and look up.
What do you see? The sky. You
could also stand in an enclosed
building, look up (and all

around, for that matter) and get the
same effect—a connection with the
outside. Thanks to developments in
glazing and an increased desire for nat-
ural light and transparency the archi-
tectural community is getting a boost
from these applications—especially
the use of overhead glazing.

Skylights, which can use the sun to
provide a natural source of both light
and energy, are increasingly popular
right now. Architectural design
trends, commonly seen in vertical
glazing, have shifted into the horizon-
tal glazing market. “Skylights and ar-
chitectural glazing designs are
extremely popular in all areas of com-
mercial construction,” says Ron
Palombo, president of Acurlite, a sky-
light manufacturer based in Berwick,

Pa. “[Applications include] schools,
hospitals, commercial corporate
buildings and state and federal build-
ings, as well as resort and institu-
tional projects.” Manufacturers and
installers also agree that the overhead
glazing market has evolved in recent
years. Some of these changes, like oth-
ers that have affected the architec-
tural glazing industry, stem from

continued on page 98

Lighten Up
Overhead Glazing Developments Generate Industry Growth
by Ellen Giard

The use of a glass canopy is  just one of
the many ways overhead glazing is
being used in building projects, such as
the Borgata Hotel in Atlantic City, N.J. 

Photo provided by Acurlite.
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The Downtown Stockton cinema and
retail complex in Stockton, Calif., has a
skylight that spans 6,915 square feet.
Photo provided by Super Sky.
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increasing demands for aesthetics
and performance.

“[The changes] in overhead glazing
are similar to those we’ve seen with
vertical glazing,” says Terry Peterson,
vice president of sales for Novum
Structures in Menomonee Falls, Wis.
“There’s a desire for increased trans-
parency and for the structure to be as
seamless as possible between the exte-
rior and the interior.”

Rich Forsberg, who works in con-
tract sales for Harrisburg Glass Co. in
Shiremanstown, Pa., agrees. “People
are trying to make a statement with
their structures. They want some-
thing custom, something out of the
ordinary.”

There’s more to the popularity of
skylights than just transparency and
aesthetics, though. Natural light and
glazing performance qualities also have
helped establish market demand.

Light Effects 
Daylighting, one of the latest buzz

words in the architectural glazing indus-
try, allows in natural light while also bal-
ancing the elements of artificial lighting,
heat loss through glazing, solar heat gain
and internal sources of heat gain. In-
creased natural light also means occu-
pants can rely less heavily on electricity
for light. In addition, natural light has
been proven to aid in occupant comfort
and productivity levels and can earn a
project Leadership in Energy and Envi-
ronment Design (LEED) points.

“As the market becomes more
knowledgeable about the benefits of
natural light with respect to human
performance, as well as the energy that
can be saved by turning off electric
lights during the day, the use of sky-
lights will continue to grow,” says Randy
Heather, standard products manager
for Vistawall in Terrell, Texas.

Palombo agrees. “The amount of natu-
ral light that is introduced with a skylight
dramatically reduces the need for artifi-
cial lighting inside the building,” he says.

The use of skylights, though, can also
pose energy usage concerns. According
to the U.S. Department of Energy’s En-
ergy Efficiency and Renewable Energy
program, horizontal skylights tend to
receive maximum solar gain at the
peak of the day. The daylight contribu-
tion is also high at midday and then de-
clines during morning and afternoon
hours. High-performance glazing op-
tions are available, however, to reduce
these effects. Peterson says about 40
years ago energy concerns came into
play and architects stopped trying to
create “all-glass” buildings out of fear
that heating and cooling costs would
increase drastically.

continued on page 100
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Photo provided by Super Sky.

The Winnie Palmer Hospital for Children
& Women in Orlando, Fla., features an
impact-resistant skylight system.
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“Glass moved forward technologi-
cally to address the challenges of en-
ergy issues,” Peterson says.

In addition to the high-performance
coatings and warm-edge insulating
technologies available, there are other
energy-efficient choices.

“There are a lot more glazing op-
tions available than there were years
ago—photovoltaics, translucents,
polycarbonates, as well as everything
in glass itself,” says Rod Kivioja, direc-
tor of sales for Super Sky Products, a
skylight manufacturer in Mequon, Wis.

Building integrated photovoltaics, for
example, are integrated into a struc-
ture and generate power, electricity
and natural light (which also can earn
LEED points). “The photovoltaic cells
can be spaced on the glazing material
and how far apart they are spaced de-
termines how much light is allowed in,”
says Kivioja.

An option with polycarbonate glaz-
ing is to incorporate an aerogel. “[Aero-
gels] are transparent, they still allow in
light and significantly improve the per-
formance of the polycarbonate panel,”
Kivioja says. Plus, since polycarbonate
is not as expensive as glass, he says
these products are cost-effective. Hav-
ing so many options can sometimes
keep a skylight from being value-engi-
neered out of a project.

“You can go with a simpler design,
and a lot of that involves having the dif-
ferent glazing products, so that’s an-
other reason for the many options,”
Kivioja says.

In addition, polycarbonate is a recy-
clable material, which also can earn
LEED points.

Transparency 
Whether in a vertical or horizontal

application, transparency also is a
major trend right now. “More and more
architects are starting to create build-
ings with as much overhead glass as
possible with the least amount of fram-
ing,” says Palombo. Frameless or point-
supported structures are two types of
applications that can help create this
look.

Reducing the amount of support,
however, can pose design and instal-
lation challenges that must be taken
into consideration. Peterson says while
using large spans of glass for vertical
applications is typical, doing so in
horizontal applications can be more
challenging. 

“The loading goes up significantly so
we can only use the maximum-size

continued on page 102
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glass possible,” Peterson says. “One way
that we can create transparency is
through the support system. We’ve seen
a trend toward steel mullion systems
because they are stiffer than aluminum
so you can use smaller profiles to allow
for more transparency.” He continues,
“Also, when you bring in a tension sys-
tem to support the mullion system you
can make the mullion even smaller.”

One disadvantage, though, of using a
steel profile over an aluminum profile
is that aluminum can be extruded to
take different forms, which is not pos-
sible with steel. “With steel you’re lim-
ited to flat surfaces, so you have to
develop the glazing systems to go over
the steel,” Peterson says.

Increased transparency in overhead
applications can also mean installation
and structural challenges. “Part of this
comes from the unique forms and the
desire for larger openings. We get re-
quests to have skylight space that is 140

by 140 feet, which would need about six
tresses to support it and that will de-
tract from the transparency, which is
the objective—minimal steel to create
[for example] a 150-foot skylight with
minimal loads on the structure,” Peter-
son adds.

Contract glaziers and installers also
need to be involved in the development
of these systems.

“We need to understand just what
the customer is desiring and then we
need to communicate it well to the
skylight manufacturer,” says Forsberg.
“Installation is affected by requiring
more [labor] to lift and handle the
products. Depending on the design,
sometimes the units will be pre-as-
sembled on the ground or at the fac-
tory and hoisted into place. This
would require a crane or other lifting
equipment to be coordinated.”

continued on page 104
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Some skylight systems can span massive building lengths and widths, such as
this example at the Indianapolis airport.

Photo provided by Novum Structures.
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With added requirements and in-
creasingly demanding applications,
communication and a close relation-
ship between suppliers and installers is
critical.

Forsberg says he typically has ques-
tions about the skylight’s support sys-

tem. “I’m concerned about how the
skylight is attached and connected to
the roof,” he says.

Matt Snyder, sales and marketing as-
sistant manager for Acurlite, says his
company works closely with contract
glaziers to ensure a quality installation.

“In working closely with the contract
glaziers and architects we can some-
times limit the size of the support mem-
bers that are required by using what is
called a limited thrusting skylight,” Sny-
der says. “This means we build the sky-
light rigid so that it does not generate
large thrusts onto the building. You can
also put the supporting steel into ten-
sion so that the supporting steel mem-
bers can be smaller as well.”

“We work with the glaziers and we
develop an installation plan that takes
them through the process step by step
on how to do everything from the
scaffold to how the glass goes in,” Pe-
terson says. “Usually there are two
trades involved [with steel and glass
jobs], the steelworker/ironworker and
the glazier. So the glass contractors
are dealing with an element that they
are used to.”

Kivioja says his company employs its
own installers that do about 1⁄3 of the in-
stallations. “We subcontract out the rest
to companies that we have approved and
they only install our systems,” Kivioja
says. “We carry the warranty, and the
work remains part of our package. Sin-
gle source responsibility is the one thing
that’s important to any owner.”

Performance
When it comes to glazing applica-

tions and products, the industry wants
more than just aesthetics; performance
is also a must.

“Today there is an increased focus on
safety, energy costs and the perform-

continued on page 106

Combining a contemporary, open look with quality engineering, the frameless CrystalLine  
By-Pass provides an innovative alternative to traditional framed enclosures. The graceful 

curves of the clear acrylic towel bar; smooth, quiet operation; and easy installation make the 
CrystalLine By-Pass one of our most popular units. For more information about the CrystalLine 
By-Pass and our entire product line, please visit us online at www.southeasternaluminum.com.

Lighten Up
continued from page 102
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There are a lot more glaz-
ing options available than
there were years ago—pho-

tovoltaics, translucents,
polycarbonates, as well as
everything in glass itself. 

—Rod Kivioja, 
Super Sky Products
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ance of the system. We are seeing a lot
of projects with blast, hurricane, etc.,
requirements,” says Kivioja. “Over the
years we’ve had our systems tested and
approved for code requirements. We’ve
passed the criteria and we’ve invested
time and money and it’s the same with
the blast designs.”

Also, while skylights that incorporate
high-performance glazing can help re-
duce energy costs and earn a building
LEED points, they can play another
green role, as they are recyclable. 

“Since most skylights are made from
aluminum, they can be made from re-
cycled materials and that aluminum
can be recycled at the end of the build-
ing’s life cycle to create another prod-
uct,” says Heather.

Peterson says sometimes the glazing
that’s used makes earning LEED points
difficult since on many jobs glass is

sourced from overseas and points are
allotted when the product is manufac-
tured within 500 miles of the jobsite.

“There’s an advantage, though, with
the steel profiles, as there are many steel
fabricators throughout the United
States,” Peterson says. “Also, like alu-
minum, it’s recyclable.”

Energy Crunch
While today’s glazing products have

been proven to perform well as a means
to mitigate the effects of ever-increas-
ing energy costs, in order to keep
ahead of the times, the industry
will have to continue evolving.

“Companies must continue to
evaluate and improve their prod-
ucts to help them achieve the
highest energy rating possible,”
says Palombo.

Educating the architectural

community is also important. Peter-
son says he thinks that the current
level is strong, but misconceptions
about glass performance still exist.
“We have to keep the message out
there,” he says. And, as the issues and
requirements concerning thermal ef-
ficiencies grow, Peterson says he’s not
worried that it will affect the skylight
market negatively. “I am confident
that glass manufacturers and fabrica-
tors will respond well to these issues,”
he says.   ■

E l l e n  G i a r d is the editor
of UUSGlass magazine.
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It wasn’t all work and no play when
members of the Insulating Glass
Manufacturers Alliance (IGMA)
met for their summer meeting June

10-13 at the Hyatt Regency in Hunting-
ton Beach, Calif., but the beach resort
within eyesight of the famous pier did
set the scene for getting down to busi-
ness. Between discussing the possibility
of new guidelines on capillary tubes and
testing devices for insulating glass (IG)
units, and revising drafted guidelines on
visual quality and thermal stress, IGMA
members were geared to take action
during their summer meeting. 

Discussion Reopens on
Closing Capillary Tubes

The event opened with a meeting of
the glazing guidelines working group.
The group continued a discussion from
its February meeting on closing capil-
lary tubes in the field (See April 2007
USGlass, page 68). The working group
had been asked to create a standard-
ized method for guidance on closing
capillary tubes for the benefit of those
end-users who prefer to close the
tubes for various reasons. 

Bill Lingnell of Lingnell Consulting
Services, IGMA technical consultant,
had been able to test capillary tubes do-
nated by manufacturers since the
group’s last meeting. 

Lingnell reported that he has used
wire cutters and crimpers to close the

hard stainless and soft stainless tubes,
and has also tried putting a dollop of
silicone on the end of the tubes, a
method that seemed to work well. So
far, Lingnell reported, results have been
erratic, but using silicone after bending
or crimping the tube seems to ensure
that the tubes are closed. 

“More than likely you’re going to have
to have that dollop [of silicone],”
Lingnell said. 

One concern is that an unaccounted-
for variable—the skill of the trades-
man closing the tube—may create
vaster differences in closed tubes than
the variety of tested methods. 

Lingnell said that he still has other

methodologies to review, but is closer
to reaching a conclusion. 

Working group members also dis-
cussed the possibility of creating a
document on the overall use of capil-
lary tubes. At present, manufacturers
have different suggestions for how to
use capillary tubes, but there is no in-
dustry consensus on the topic. A mo-
tion to approach the Glass Association
of North America about the joint de-
velopment of guidelines for the use of
capillary tubes, including information
about how best to close them, met
unanimous approval. 

continued on page 110

Pier Review
IGMA Members Revise Guidelines in Huntington Beach
by Megan Headley

Insulating Glass Manufacturers Alliance members spent three days refining
industry guidelines and technical bulletins.
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Gas Permeability Group
Moves to Phase Two

After the gas permeability working
group reviewed a near-final draft of
the executive summary of phase one
of its evaluation of the permeability
of sheet materials report, discussion
moved onto the draft request for pro-
posal (RFP) for phase two of the proj-
ect. Phase two will evaluate the gas
permeability of edge seal assemblies
and the RFP will be sent to several
labs for bids to do testing.

The objective of the project is to de-
velop a test cell configuration to de-
termine the argon gas permeability of
a section of an IG unit edge. The test
cell will take into account the geome-
try and interactions of the compo-
nents that make up the sealant/spacer
system. It is intended ultimately to
provide a tool to better estimate the
argon loss rate from an actual pro-
duction IG unit.

One member of the audience ques-
tioned the benefit of measuring the
permeability of a section of the edge
of the IG unit alone rather than the
finished system. 

“We know what the gas loss is of a
finished unit, to a certain extent,” ex-
plained group chair Bruce Virnelson
of PRC DeSoto.

According to Virnelson, data al-
ready exists on the permeability of
finished units, and, since there is a
great deal of variability in that data,
testing edge sections may provide
some answers about why the variabil-
ity exists. 

Following some final changes, the
group aims to send out the request to
laboratories to bid before the next
meeting. 

Working Group Reviews
Thermal Stress Guidelines 

The thermal stress working group re-
viewed its IGMA Guidelines for Thermal
Stress Considerations. The group’s goal
is to create a guideline, checklists and
do’s and don’ts to provide people unfa-
miliar with these issues some general
knowledge on annealed glass. The doc-
ument will look at conditions that can
cause thermal stress. Among the factors
noted in the draft is the impact of the
frame, such as how darker colors can
absorb more heat, how the frame can
keep the edge of glass somewhat cooler
than the center material, as well as the
impact of grilles and muntin bars. Also
noted were problem-causing exterior
building conditions, such as shadows
cast on glass by overhangs, projections,
landscaping and adjacent buildings.
One commenter noted that exterior
sunscreens are making a comeback. An-
other added that some companies have
developed a clear, polycarbonate out-
door shutter for coastal areas that forms
a seal between the shutter and the glass
that leads to thermal stress issues.

Adding those considerations, the group
added a statement to the document not-
ing that heat-strengthened or tempered
glass “will eliminate or substantially re-
duce instances of thermal stress.” Lingnell

is updating the document in preparation
for the next meeting.

Visual Quality Guideline
Goes Back to Task Group

The visual quality working group ulti-
mately decided to return its visual qual-
ity guidelines back to the task group for
revision. The main point of discussion
was concern that a single set of visual
quality guidelines would not address the
unique differences of large commercial
IG units versus residential IG units.

Lingnell commented that when mak-
ing IG, the manufacturers don’t know
where the glass is going, and therefore
the visual quality shouldn’t differ de-
pending on the project. But according
to Rick Wright of Oldcastle, one can’t be
expected to use the same criteria and
catch the same blemishes on a giant
commercial IG unit as one does with
the smaller units more likely to be
found in residential buildings. 

Wright also was concerned that the
IGMA document only addresses the in-
spection for point blemishes since, he
said, the inspection process for linear
blemishes is different. ASTM C1036
uses two inspection rules and, accord-
ing to Wright, the IGMA document only

continued on page 112

Business journalist Stuart Varney entertained IGMA and American Architectural
Manufacturer Association members with his perceptive explanation of what
makes the United States economy the best in the world. 
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follows ASTM halfway. Wright also
noted that the sizes IGMA provides for
point blemishes are different from the
sizes listed by ASTM. 

A motion to create two separate docu-
ments—residential and commercial—

was found non-persuasive, so the discus-
sion turned to the possibility of breaking
one document into residential and com-
mercial components in the areas where
differences exist. A motion to do just that
was approved unanimously.

Another point of discussion for the
document was the handling and defi-
nition of optical interferences that do
not constitute visual obstructions. For
Brewster’s Fringes, Newton’s Rings and
quench marks, the document simply
stated that these issues were not ad-
dressed by the guidelines. 

The group agreed that these issues
were not addressed because these phe-
nomena are considered inherent to the
glass under certain conditions and
therefore are not considered to be vi-
sual obstructions. To clarify this for the
document’s readers, the group agreed
to move the definitions for Brewster’s
Fringes, Newton’s Rings and quench
marks beneath a general definition for
Optical Effects. 

Fogging, which is considered a vi-
sual obstruction, also was discussed.
There was concern that a brief state-
ment that fogging is not allowed could
allow the document’s end-users to in-
sist on the replacement of fogged units
even after the manufacturer’s war-
ranty has expired. 

Tracy Rogers of Edgetech said that
the document is intended to be a
guideline only and shouldn’t be con-
strued as instructions for how to deal
with obstructions. 

“This is meant to be that third party
that states this is a visual obstruction
or it’s not—and that’s all,” he said. 

The group approved altering the
statement to read, “Fogging: not al-
lowed. Consult with manufacturer.” 

The group aims to have a ballot on
the revised document prepared prior to
the January meeting.

IGMA’s next meeting will be held Jan-
uary 28-February 1, 2008, at the Sundial
Beach Resort in Sanibel Island, Fla.   ■

M e g a n  H e a d l e y is an 
assistant editor for UUSGlass
magazine. 

112 USGlass, Metal & Glazing  |  September  2007 www.usglassmag.com

Pier Review
continued from page 110

For more information, visit www.usglassmag.com/infocenter

http://www.usglassmag.com
mailto:sales@epcocorp.com
mailto:glasswall@epco-uk.com
http://www.epcocorp.com


Access Granted!
One access solution for a world of glazing applications.

KPM-8    Heavy-duty capacities up to 26,000 lbs.  Fast vertical travel speeds to 29’ per minute. 50% fewer tie-ins.  
Highest freestanding capability, up to 100’.  Unheard of mobility, decreases down time between location moves.

KlimerLITE    For medium-light duty projects.  Quick assembly, perfect for restricted areas.  No forklift required.  
Capacities from 3,000 to 9,500 lbs.  Fastest vertical travel speed up to 39’ per minute, 45’ freestanding capability.

KPM-8 and KlimerLITE mast-climbing work platforms offer superior performance 

and versatility over other access technologies on demanding glazing and 

re-glazing projects.  Increase productivity and profits while providing 

a safe and efficient mast-climbing work platform.

Call Klimer today for a
dealer nearest you!

1-888-526-3262
905-876-4063
info@klimer.com       klimer.com

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

 
        

                  
               

               
                  

 

 

 

       

For more information, visit www.usglassmag.com/infocenter

mailto:info@klimer.com
http://klimer.com


O
ne of the glass industry’s best regional showings
of flat and auto glass—Glass Expo Midwest™—
is making its 14th appearance October 9-10 in
Grand Rapids, Mich. The Expo is being held at

Grand Rapid’s DeVos Place with host hotel Amway Grand
Plaza, and is co-sponsored by the Michigan Glass Associ-
ation, Detroit Glass Dealers Association, the Ohio, Min-
nesota, Indiana, Iowa and Wisconsin Glass Associations,
Illinois Glazing Contractor’s Association, the Association
of Glazing Contractors and USGlass magazine.

Past attendees and exhibitors say their companies ben-
efit greatly from the regional exposure that Glass Expo
Midwest provides. 

“I’m hoping to get a few good leads, build on our name
recognition and strengthen our relationships with our
current customers,” says Dan Lesniak, national sales man-
ager for Gunther Mirror Mastics, headquartered in South
Bend, Ind. Lesniak says he expects a large attendance at
this year’s event. “It’s good to have the show in the Mid-
west because it really is our nucleus, it draws them [cus-
tomers] close to home.”  Gunther Mirror Mastics also is
sponsoring a cocktail “meet and greet” that will be held
from 6 to 8 p.m. on Tuesday, October 9. 

Midwest Dedication
Glass Expo Midwest 2007 is dedicated

to the late Christian A. Haller, whose long
career in the glass industry began in 1960
when he became a salesman for Cardinal
Glass Co. He went on to become general
manager and vice president of the com-
pany. Haller then moved to Weather Shield
Manufacturing in 1976, where he opened
a plant in Wyoming, Mich. In 1978 Haller
served as a glass manufacturer represen-
tative serving the regions of Michigan, In-

diana and Illinois. 
His life and career will be remembered as Haller’s fam-

ily participates in a dedication ceremony that will begin at
1 p.m. on Tuesday, October 9. The dedication and wel-
coming ceremony will kick off Tuesday’s afternoon events.

“Never Be Average”
Just after the dedication ceremony, former NBA player Tim

McCormick, now an ESPN and ABC Sports college basketball
broadcaster, will take the stage at the gathering. McCormick
played ten seasons for the Seattle Supersonics, Philadelphia
76ers, New Jersey Nets, Houston Rockets, Atlanta Hawks and
the New York Knicks. He is in his 11th year in broadcasting and

provides color analysis for both networks. At
Glass Expo Midwest, McCormick will focus
on his belief that NBA stands for “Never Be
Average.” McCormick says that throughout
his basketball career he learned that success
is available to everyone who is willing to
make a commitment to excellence. 

Success in glass is the name of the game
at this year’s conference, where attendees
will be able to participate in a number of
seminars that will be held Tuesday and Wednesday. 

continued on page 116

Gateway to Glass
Grand Rapids Rolls Carpet for Glass Expo Midwest 2007

Tuesday, October 9, 2007
7:30 a.m. – 8 p.m. Registration

7:30 – 9 a.m. Morning coffee break 
(sponsored by JLM Wholesale Inc.)

8 a.m. – Noon. Seminars and workshops
8 a.m. – 2 p.m. Exhibitor move-in
Noon – 1 p.m. Lunch (on your own)

1 – 3 p.m. Seminars and workshops continue
3 – 8 p.m. Glass Expo Midwest™ 2007
6 – 8 p.m. Welcoming cocktail party 

on show floor (sponsored 
by Gunther Mirror Mastics)

Wednesday, October 10, 2007
7:30 a.m. – 3 p.m. Registration

7:30 - 9 a.m. Morning coffee break (sponsored by
JLM Wholesale Inc.)

8 a.m. – 3 p.m. Seminars and workshops
10 a.m. – 3 p.m. Glass Expo Midwest™ 2007

1- 3 p.m. Tour of Tubelite’s new plant
3 – 7 p.m. Exhibitor move-out

To register visit 
www.glassexpos.com/gems.php

by Tami Faram

Christian A.
Haller

Tim McCormick
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In the seminar titled “Developing Expert CSRs” attendees will
learn how to turn their calls into jobs, how to handle difficult
customers and how to make the call “stick” for their business.
The seminar will be conducted by former glass shop owner Neal
Golding. Golding will provide examples of “what works” and
“what doesn’t” in customer service.  

Lyle R. Hill will present the seminar “What Were You Think-
ing? Can Contract Glaziers, Glass & Metal Suppliers All Just Get
Along?”  The “no holds barred” session pulls a glazier and a metal
supplier together to talk about their “beef” with each other and
discuss ways they can get along. 

In addition to the seminars, conference attendees also are in-
vited to tour Tubelite Inc., a Michigan manufacturer and dis-
tributor of architectural aluminum entrances, storefronts,
mid-rise curtainwalls and operable windows for commercial
construction. Guests will tour Tubelite’s door and frame opera-
tions, offices, warehouses and distribution facilities from 1 to 3
p.m. on Wednesday. Transportation will be provided from the
hotel, but tour attendees must register in advance. (A registra-
tion form is available at www.glassexpos.com/gems.php).

The Midwest at its Best
Outside the show halls, the city of Grand Rapids awaits. Lo-

cated on the banks of the Grand River, Grand Rapids’ sophisti-
cated charm and Midwestern friendliness make it one of
“America’s Most Livable Communities,” according to the Partners
for Livable Communities. The city is known as a “walking city”
and is safe and clean. Its downtown features a new convention
center with many hotels and restaurants just minutes away. Grand
Rapids also is home to many art and cultural events, such as plays,
exhibits and museums like the Gerald R. Ford Presidential Mu-
seum and the new Grand Rapids art museum. The Frederick
Meijer Gardens & Sculpture Park is another not-to-be-missed
site. The beautiful botanical garden complex currently is housing
Auguste Rodin’s The Thinker. The world-famous statue is on tem-
porary loan from the Detroit Institute of Arts until October 31. 

In addition to its culture, the city of Grand Rapids is fast-be-
coming a mecca of green construction. “The city is very proud of
its status as a leader in building green,” says Claire Bunker, mar-
keting project manager for the Grand Rapids/Kent County Con-
vention & Visitors Bureau.  “On October 5 our new art museum
opens – it’s the first LEED certified art museum in the world.”

“Also, Grand Rapids is the first and only U.S. city to be recog-
nized by the United Nations as a Regional Center of Expertise
(RCE) in Education for Sustainable Development,” adds Bunker.
“This means community and business leaders, researchers and
the media are committed to taking a leadership in role in edu-
cating and changing the behavior of others to achieve sustain-
able development.”

For more information about attending or exhibiting at
2007’s Glass Expo Midwest call 540/720-5584 ext. 115 or visit
www.glassexpos.com/gems.php.   ■
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W
hen it comes to measur-
ing the pace of the com-
mercial and residential
construction markets, the

Midwest region is less consistent, ac-
cording to some glass industry business
owners in the area.

“The Midwest is a difficult call … it’s
not like the Northeast or the West where
everything is the same, either up or
down,” says Gary Fitch, owner of
Youngstown Mirror & Glass Co. in
Youngstown, Ohio. “When you talk to six
different people around Ohio, [for exam-
ple] you can get six different answers.”

Fitch says that in other areas of central
Ohio, such as Columbus, commercial
jobs are more prevalent, but in Eastern
Ohio, “the market last year and about the
last year-and-a-half has been flat and
very unstable … it’s been a hit-and-miss
type of bidding and activity.” 

Large contracts that begin one year and
continue into the next are what’s keeping
some Midwest glazing companies, such
as Fitch’s, going during lean periods. 

“We had a couple of big contracts last
year that have continued through this
year,” he says. “We had had a $71 mil-

lion hospital project for St. Elizabeth
Hospital in Boardman, Ohio, just out-
side of Youngstown.” 

Market Boom
In Minnesota, Mike Gohman of W.

Gohman Construction Co. paints a
completely different picture. 

“We’re having a banner year on the
commercial side,” Gohman says. “The
increase is being driven by govern-
ment work and it looks like it will con-
tinue that way for the next 10 to 18
months.”

Other Midwest glass companies,
are getting work from big-building
owners, hospitals and universities.

“Chicago is very strong, not only in
the residential market, but also we’re
seeing some massive hospital projects
that we’re bidding this year into next,”
says Tom Niepokoj, vice president of
sales for Harmon Glass Inc. “We have a
backlog of $55 million in various proj-
ects. Chicago’s high-rise market also is
booming,” he adds.

Niepokoj agrees that statistically,
the Midwest market is seeing a wide
range of highs and lows.

“Minneapolis is strong but Cleveland
and Detroit are weak for us right now,”
says Niepokoj, “not only in backlogs,
but what we see coming down the pike.” 

“Indiana a year ago was very strong,”
he adds, “but there’s nothing significant
there we are chasing right now.”

Industry Forecasts
According to the U.S. Industry Re-

gional Statistical Review and Forecast,
published by the American Architectural
Manufacturers Association (AAMA) and
the Window and Door Manufacturers
Association (WDMA), there is a similar
“lagging” in new construction overall for
Midwest companies. 

The AAMA/WDMA report splits the
Midwest in two regions: the East North
Central and West North Central. The East
North Central region includes Wisconsin,
Illinois, Indiana, Ohio and Michigan and
offers the following forecasting trends.

“The nonresidential window and glaz-
ing market tends to lag contract awards
by roughly one year. Overall in the East
North Central, contract awards increased
by 4 percent from 2004 to 2005. A decline
of 3 percent is expected for 2006, fol-
lowed by a slight increase and then fur-
ther decline anticipated through 2009.”

In the West North Central region, which
consists of North Dakota, South Dakota,
Minnesota, Iowa, Missouri, Nebraska and
Kansas, the market has slowed, according
to the AAMA/WDMA report.

“The nonresidential window and glaz-
ing market tends to lag contract awards
by roughly one year,” says the report. “The
West North Central experienced a slight
1-percent growth in 2005 for contract
awards. There will be continued growth
through 2007, bringing the total to 84
million square feet.” ■
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A Safe New NABCO 
Sensor Swings In

NABCO Entrances Inc. in Muskego,
Wis., has added extra pedestrian pro-
tection to its Acugard line of low-en-
ergy swing door sensors. The Acugard
3 LE is a bar-type sensor that can be
mounted on the approach side of the
door to prevent it from closing on
slower moving traffic until all people
are completely through the entrance path of the door. The
sensor also can be mounted on the swing side to stop the

door from opening in the event that someone is in the swing
path while a pedestrian is approaching. The device handles
AC-DC power sources that can interface and multiple types
of low-energy doors. 
❙❙➤ www.nabcoentrances.com

Low-Profile Swing Door 
Operator Offers Modern Look

The low profile of the new CD 80 swing door operator from
DORMA Entrance Systems in Reamstown, Pa., makes the
device suitable for mounting on standard door systems. In
addition, the unit’s low weight allows it to fit directly onto
the door leaf or top jamb without causing excessive hinge
strain. According to the company, it’s easy to install; installers
need only latch the operator onto the mounting plate after
the plate has been attached.

The CD 80 operator is a quiet solution for noise-sensitive

Smooth Operators
Closing in on Automatic Door Closers and Hardware

When the door opens as a pedestrian approaches, or is kept from clip-
ping people’s heels as they walk past, there is probably little thought
given to the hardware that makes these functions possible. That’s
exactly the way it should be—automatic sensors and closers and

other door hardware are intended to operate smoothly so that people entering
and exiting don’t even think about them. However, we at UUSGlass do think about
the hardware that goes into making these doors automatic. That’s why we’re spot-
lighting just a few of the products designed to stay out of sight and out of mind, and
the doors that wouldn’t work without them. 

Besam Does 
the Two-Step 

Besam Entrance Solutions in Mon-
roe, N.C., offers a selection of auto-
matic doors and automatic revolving
doors. 

The UniTurn series features a
unique two-wing design that creates a
weather-tight barrier. By eliminating
the need for a center shaft, the com-
pany’s two-wing revolving doors are
able to provide greater capacity than
typical revolving doors. The two-wing
designs securely seal entrances when
the unit is closed, eliminating the
need for additional security doors. 
❙❙➤ www.besam.net

http://www.nabcoentrances.com
http://www.besam.net
http://www.usglassmag.com
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locations. Its tight engineering tolerances reduce vibrations
during door operation, resulting in silent function when au-
tomatically opening and closing a door.

In addition, the operator offers power assistance and an
extended hold-open function that allows the door to remain
open at an adjustable angle for up to 10 minutes.
❙❙➤ www.dorma-usa.com 

Access Hardware Supply 
Offers New Catalog 

The newest Ingersoll Rand product catalog (available from
Access Hardware Supply in San
Leandro, Calif.) contains a selec-
tion of product information that
includes heavy-duty commercial
locks, computer managed locks
and exit trim, wireless access so-
lutions, delayed egress equip-
ment, access control monitoring
accessories, power supplies, bio-
metric readers and electromag-
netic locks. It showcases
products from Recognition Sys-
tems, Schlage® and Von Duprin®

that address the specific needs of
contractors who install, retrofit or maintain access control
systems. 
❙❙➤ www.accesshardware.com

S. Parker Has Hardware 
for Coming and Going 

S. Parker Hardware Manufacturing Corp. in Englewood,
N.J., offers several options in door closers. The company’s
barrier-free model closer, with opening force adjustable and
adjustable closing power springing from 1⁄2 to 4, meets ANSI
A117.1-1986 requirements. Barrier-free requirements are
met with closers that ease the opening cycle, making it easy
for disabled persons to open the door.

The company’s delayed action closer takes no less than 20

seconds to close. Multi-spring size power adjustment goes
from 1⁄4 to 4, and the closer conforms to closing force code
requirements in ANSI
A156.4-1986.

The combined action
unit provides all of the
features of a barrier-
free opening plus the
light touch capabilities
of closing. Multi-size
spring power adjust-
ment gives a range from 1⁄2 to 4.

All of the company’s door closers feature smooth rack and
pinion action; non-corroding, durable housing; separate ad-
justable speed controls for latching and closing; and needle
bearings to ensure smooth operation.

In addition, the company is offering 25 year warranties on
its #900 and #441 series door closers. 
❙❙➤ www.sparker.com

OHC100 Is Out of Sight 
It’s not out of sight, out of mind for Dor-O-Matic Closers

in Princeton, Ill. The company’s OHC100 fits inside a stan-
dard aluminum header for aesthetic purposes. According to
information from the company, the durable closer is ad-
justable without compromising accessibility. The non-
handed spring is adjustable for easy onsite door installation.
❙❙➤ www.doromatic.com   ■

Automate this 
Flexible Latch

The 4200 Series eLatch™ from
Adams Rite in Pomona, Calif., offers
flexible traffic control and an alterna-
tive to fail-safe (unlocked) magnetic
locks or cutting in electric strikes. The
electrified deadlatch provides elec-
tric unlocking capability for alu-
minum stile and glass door
entrance systems. It is pow-
ered by an internally
mounted solenoid that gives
instant access when inter-
faced with card readers, key-
pads, timers and other
access control components.

Typical applications include
interior and exterior doors in com-
mercial locations. The company says
the device also is suitable for use in au-
tomatic door applications. 
❙❙➤ www.adamsrite.com
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associations
GANA Names Insulating Educational
Seminar Leader, Honorary Member

The Glass Association of North America
(GANA) has selected Jon Kimberlain of Dow
Corning Corp. as its new Insulating Division
Educational Seminar chairperson. The posi-
tion represents GANA’s Insulating Division on
the annual glass fabrication educational sem-
inar’s program planning committee.

Kimberlain has been with Dow Corning for
more than eight years. He has been mainly in-
volved in engineering for the processing of

silicone sealants and currently serves as technical service en-
gineer, in support of silicone sealants in glass and glazing.  

In addition, the association has named William Codding-
ton, president of WS Coddington Consulting LLC in Perrys-
burg, Ohio, and formerly engineered products manager with
Oldcastle Glass, an honorary member.

“We are very pleased to recognize Bill Coddington for his
tremendous contributions to GANA and the entire glass and

glazing industry,” says Stanley L. Smith, executive vice pres-
ident of GANA. “Bill’s efforts have helped create a great deal
of educational content for GANA, most recently with the
point-supported glass informational bulletin, which is a free
download on our website.”

Coddington, a Vietnam veteran, graduated from the South
Dakota School of Mines in 1959 with a bachelor’s of science de-
gree in general engineering and a commission in the U.S. Army
Corps of Engineers, from which he retired in 1997. Over the past
40 years in the glass and glazing industry, his employers have in-
cluded Hope’s Windows, Falconer Glass, TempGlass and Old-
castle Glass. In 1993 he was named chairman of the Glass
Tempering Association (GTA, a predecessor of GANA) Glass
Door Subcommittee.  After becoming GANA, the subcommittee
helped create and publish the GANA Fully Tempered Heavy
Glass Door and Entrance Systems Design Guide, which is still in
print. Coddington is also featured in Who’s Who in the Archi-
tectural Glass and Metal Industry.

“My involvement with GANA for the past 20-plus years has

NewsMakers
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most always been on the technical side,”
says Coddington. “It was a privilege to
collaborate with other GANA members
to provide clear, authoritative technical
information to the design community
about glass products. Striving to im-

prove the quality of the products of-
fered and ensuring that the correct
product is used for the specific design
application should always be our goal.
I was pleased to have the opportunity
to contribute to GANA’s efforts to edu-

cate the trade, and I want to thank
GANA for this honorary membership.”

appointments
Guardian Names
New Legal Counsel

Guardian Industries
Corp. in Auburn Hills,
Mich., has appointed at-
torney David Jaffe as gen-
eral counsel, responsible
for all worldwide legal
matters. He also was
named secretary of the
corporation. Jaffe joined

Guardian in 1990 and has held a variety of
legal positions over the past 17 years.
Throughout his Guardian career, Jaffe has
been closely associated with the firm’s cor-
porate and international development ac-
tivities, including negotiating and
providing continuous legal advice for the
company’s joint ventures around the world.

Lisec America Makes 
Management Shifts

Lisec America Inc. in Egan, Minn.,
appointed a new management team in
early July. 

Hubert Haselsteiner resigned as pres-
ident of Lisec America. Bob Quast has
been appointed president, chief executive
officer (CEO) and chief financial officer of
the company. Working with Quast are
Hans Hoenig, vice president and sales di-
rector, whose position incorporates the
duties formerly done by Greg Deweese,
and Barbara Ziervogl, vice president and
secretary. Both Hoenig’s and Ziervogl’s
positions were newly created for Lisec.

Quast, who has a financial back-
ground, had been employed with
Lisec for six years, before taking a
position at another company two
years ago.

“The company decided to take this
opportunity to diversify its skills sets.
We basically took the opportunity to
separate sales from the CEO position,”
Quast says.

David Jaffe

Newsmakers
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According to Quast, the new management team will
work toward “improved organization and better servicing
of our company’s customers.”

promotions
Azon Promotes Director of 
International Technical Services

Azon USA Inc. in Kalamazoo, Mich., has
promoted Patrick Muessig to the position of
director of international technical services. 

Muessig’s responsibilities will expand to
include Azon’s international services, en-
tailing close work with all associations and
technical groups outside the United States.
He also will be responsible for direct coor-
dination and communications between
Azon USA Inc. and Azon UK Ltd. 

Muessig will continue his current work as technical di-
rector with the company’s domestic associations and out-
side industry groups, as well as his role overseeing the
Azo/Tec® design and simulation services division. Addi-
tionally, Muessig will be installed as a member of the Azon
corporate management committee.

Newsmakers
continued
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USGlass Promotes Headley
Megan Headley, who joined UUSGlass

magazine in 2004 as an assistant editor,
has been promoted to the position of edi-
tor of UUSGlass magazine. She takes over
her new position with the October 2007
issue of UUSGlass.

In addition to her work as an assistant
editor for UUSGlass, Headley has been in-
volved as a writer and editor for several of
Key’s other publications, including DDWM,
SHELTER and WINDOW FILM magazines. She also has served
as editor of Mold & Moisture Management magazine
since its 2005 inception. 

Headley holds a bachelor’s degree in English from Mary
Washington College in Fredericksburg, Va.

Headley succeeds EEllen Giard, who will now work as a
contributing editor to UUSGlass and in new project devel-
opment for Key Communications.

“Both Megan and Ellen are extremely talented editors
and we are happy to be able to utilize these talents for
the benefit of UUSGlass,” says Debra Levy, publisher.
“Megan has been preparing for this move for more than
a year. We are excited for UUSGlass—and for the new proj-
ect Ellen is developing for the company.”

Megan
Headley

Patrick
Muessig
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new hires
Bader and Mathews Promoted 
as Managers for Edgetech

Edgetech I.G. Inc. in Cambridge, Ohio,
has promoted Ramsey Bader to interna-
tional market manager. Bader has been
with the company since 2003. He most re-
cently managed the company’s business de-
velopment in Australia and New Zealand
and has been responsible for international
market research. In his new role, Bader will
manage the company’s inter-
national market sales team. 

In addition, Rick Mathews is a new re-
gional sales manager. 

Mathews comes to the company with more
than eight years experience in the steel indus-
try in sales and sales management. He worked
another eight years in the fenestration industry
with assembly automation systems. 

Newsmakers
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Mathews earned a bachelor’s of science from The Ohio
State University.

Gray and Gilson Hired as 
Sales Managers for Roto Frank

Roto Frank of America Inc. in Chester, Conn., has an-
nounced two new sales appointments. Dan Gray will serve
as director of sales and marketing. In his new position, Gray
is managing the company’s four North American regional
managers in addition to 12 independent sales reps. He also
will be responsible for development of the company’s mar-
keting and sales programs.

Roto Frank also named David Gilson East-
ern regional sales manager. Gilson is respon-
sible for managing and servicing the
company’s East Coast region and for intro-
ducing new products to new and existing cus-
tomers. He also is assisting Roto’s network of
independent sales representatives in the re-
gion. Gilson has been with Roto since 2003. 

Newsmakers
continued

Adjustable Shower Door 
Pivots for 3/8" and 1/2" Glass
• Solid Forged Brass Construction
• Precision Machined
• 25 Finishes Available 
• All Stainless Steel Components

Specializing in Frameless Shower Door Hardware

Pivots adjust 
up to +/– 30º

(877) 728-3874  Fax: (661) 775-1676
www.ushorizon.com

stoviP
tsujdA   
     

   

dna"8/33/rof
ewohSelbat   

     

   

ssalG"2/1d
rooDre  

     

   

  
     

   

  
     

   

• All Stainless
• 25 Finishes A
• Precision M
• Solid Forged

stoviP
  

     

   

s Steel Components
vailableA

Machined
d Brass Construction

dna8/33/rof
  

     

   

ssalG2/1d
  

     

   

  
     

   

  
     

   )778(

Speciali

  
     

   
.ushorizon.comwww

Fax: (661) 774783-827

zing in Frameless Shower Door

  
     

   75-1676

up to +/– 30º
Pivots adjust

r Hardware

  
     

   

  
     

   

continued on page 134

Quadra-Tilt 
Rotators

Manual Rotators/
Power Tilters

Power Rotator 
Tilters

STATS
 -  360° Rotation
 -  90° Tilt
 -  Attachment to glass within 4 seconds
 -  Models available with Compressed Air,
  DC or AC Power
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Wood’s Powr-Grip offers a full line 
of below-the-hook vacuum lifters 

handling. For more information or 

visit: www.powrgrip.com or call 
800.548.7341.

RESULTS
 -  Decrease worker fatigue and injuries
 -  Minimize damage to materials
 -  Save time

THE POWR LINE-UP

Sold through authorized distributors.
Including C.R. Laurence Co., Inc. and Sommer and Maca Industries, Inc.
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David Gilson

SEE US AT GLASSBUILD AMERICA
For more information, visit www.usglassmag.com/infocenter

For more information, visit www.usglassmag.com/infocenter
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www.saf-glas.com

Contact us about partnership opportunities
SAF-GLAS, LLC

Phone: (561) 844-3100 • Fax: (561) 848-9271 • info@saf-glas.com • www.saf-glas.com

FIRE RESISTANT
(FBH - fire/blast/hurricane & UL-9)

BALLISTICS
(NIJ & UL Levels)

HURRICANE
(Highest pressures in the industry)

BOMB BLAST
(Arena & Shock-Tube Compliant)

FORCED ENTRY
(HP White & WMFL)

VISIT US AT "GLASSBUILD AMERICA" BOOTH NO. # 1009

For more information, visit www.usglassmag.com/infocenter

http://www.saf-glas.com
mailto:info@saf-glas.com
http://www.saf-glas.com
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David Daniels Joins Lincoln Distributors 
Lincoln Distributors in Tempe, Ariz., has

hired David Daniels as general manager. He
will lead the company’s operation in Tempe. 

Daniels comes to the company with expe-
rience in operational strategy and finance
experience from Wal-Mart Stores Inc. He re-
ceived his master’s degree in business ad-
ministration from the University of
Michigan and his certified public account-
ant license in Georgia. 

Nordson Hires New Manager 
for Business Development

Nordson Corp., headquartered in Westlake, Ohio, has hired
Frank Burkus as global business development manager for
its new materials in the company’s adhesive systems group.
Burkus will be based in the company’s Duluth, Ga., offices. In
his new position he will be responsible for assessing and man-

Newsmakers
continued

continued on page 136

David
Daniels

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter

Acurlite Structural Skylights offering over 100 years of industry experience to our
customers.  Acurlite structural skylights designs, manufactures, deliverers and in-
stalls commercial heavy duty skylights offering our customers a turnkey solution
for all of their skylighting needs.  Contact Acurlite for your next skylight solution.

1017 N. Vine St., PO Box 5, Berwick, PA 18603

Phone: 570-759-6882 / Fax: 570-759-9552

Email: sales@acurlite.com / Web: www.acurlite.com

For more information, visit www.usglassmag.com/infocenter

mailto:sales@acurlite.com
http://www.acurlite.com
http://www.usglassmag.com
mailto:sales@jordonglass.com
http://www.jordonglass.com


1

ALUMINUM & GLASS
CURTAIN WALL  /  WINDOW WALL

GROVE SHIM STACKS

VERTICLE ALUM. MULLION

INTERNAL ANCHOR CLIP

This Deal is Stacked 
in Your Favor!
Save an additional 10% 

on orders placed through 
September 30, 2007

Now, by special order:

Fire-Resistant Stack Shims!

BAKER’S DOZEN
Purchase 12 Boxes of the Stack Shims 

of your choice through September 30, 2007 and 
receive the 13th box FREE!

P.O. Box 240, 17 Marguerite Avenue, Leominster, MA 01453

Tel: 978-534-5188  •  Fax: 978-840-4130

www.groveproductsinc.com

All Shims are
manufactured
from recycled

materials.
98% by content.

See us at Glass Build America, Booth #3325 September 10-12 in Atlanta, GA

For more information, visit www.usglassmag.com/infocenter

http://www.groveproductsinc.com
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aging new global business opportunities as well as current
and potential Nordson technologies to help solve material
processing and delivery needs across various industries.  

retirements 
Jim Charles Retires from Vitro America

Jim Charles, director of sales and mar-
keting for Vitro America in Memphis, Tenn.,
has retired. 

Charles has served the glass industry
since 1971. He began his career in the mir-
ror industry working for Carolina Mirror
Co., and joined Binswanger Mirror and ACI
Distribution in 1990. 

When ACI was purchased by Vitro in
1992, Charles gained responsibility for the sale of flat
glass east of the Rockies. Prior to his retirement, he was
responsible for sales and marketing for Vitro America’s
subsidiaries and worked to promote The Classic Line,

Since 1906, J. Sussman, Inc. has specialized in man-
ufacturing the finest custom metal windows, projected
ventilators and casements. We also offer completely
engineered skylight systems. Our metal bending ser-
vices are second to none. In house glass bending al-
lows us to be a single source supplier with full control
and responsibility of our products.
Sunbilt Solar Products, an affiliated company manu-
factures and supplies sunrooms complete with glass
and all accessories. These sunrooms are high end
and are suitable for commercial as
well as residential installations in all
areas of the country.

J. SUSSMAN, INC.

WINDOWS SKYLIGHTS WALKWAYS SUNROOMS GLASS and METAL BENDING

Since 1906

109-10 180th Street Jamaica, New York 11433

AMERICA'S FINEST CUSTOM MADE WINDOWS
Tel: 718-297-0228 Fax: 718-297-3090

Custom Windows
Skylights
Walkways
Sunrooms

Church Windows
Glass & Metal Bending

FINE ARCHITECTURAL METAL PRODUCTS AND SERVICES

www.jsussmaninc.com
www.sunbilt.com

TM

continued on page 138

Newsmakers
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Glass and Lineal optimization 
Tempering furnace bed optimization 
Manufacturing production scheduling 
Materials and product tracking 
Direct Numerical Control (DNC)  
    machine interfaces 
Customized solutions 

 

 

Exhibiting at GlassBuild America 
Booth #75 

 
 

Ron Chill, Sales Manager 
rchill@pmcsoftware.com  (908) 806-7824 

 

 

MATE Software Solutions 
 

25 years of optimal efficiency 
and productivity for the window 
& door and flat-glass industries 

PMC Software Inc. 
 

 

www.pmcsoftware.com 

Jim Charles

For more information, visit www.usglassmag.com/infocenter

For more information, visit www.usglassmag.com/infocenter

mailto:rchill@pmcsoftware.com
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When you need pressure sensitive
tapes to perform like super heroes,

you need the high performance tapes
from Capital Tape.

We’re here to “save your day” with
the precise foam or other tapes to fit

every application. From cellular glazing
tapes for windows and doors... to

mounting tapes for mirrors...
to structural glazing and sealing tapes

for curtain walls or storefronts, 
Capital Tape has the product you need –

when you need it.

Plus, we pride ourselves on the 
quickest turnaround and largest

inventory in the business. In short, if
we can make your job easier, we've

accomplished our mission.

STRONG, RELIABLE
AND ALWAYS 

AT YOUR SERVICE.

Learn more about our high performance tapes by visiting us at capitaltape.com. Or call us for samples at 888.888.TAPE.

CapitalTape

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter

http://capitaltape.com
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ScarGard Mirror and MPactsafe Glass product offerings. 
Charles was an active member of the National Associ-

ation of Mirror Manufacturers (NAMM) from 1990 to
1996, when it joined the Glass Association of North Amer-
ica (GANA) and became the Mirror Division. Charles
served as president of NAMM from 1994 to 1996. On be-
half of ACI Distribution, he served as a member of GANA,
where he worked on the promotions and technical com-
mittees of the association’s Laminated Division, Temper-
ing Division, Distribution Division and Mirror Division.

Guardian Plant Manager 
Retires After 27 Years

About 400 people gathered in Corsicana, Texas, in June to
commemorate the retirement of Wally Palma, glass man-
ufacturing plant manager for Guardian Industries. Palma
joined Guardian during the construction of its first float
glass plant, and was with the company for 27 years. Palma
is a native of Detroit and plans to spend his time with his
sons developing a hunting and fishing ranch in Michigan.

Newsmakers
continued

9117 Medill Ave., Franklin Park, Il. 60131   1-800-832-5800
www.andscot.com

A New and 
Innovative
System
Designed for
Hanging Flat
Decorator
Mirrors

� Provides for a safe and stylish installation of decorator mirrors.
� Easy to install, simply peel off backing paper and stick to back of mirror.

Patent #6572943

Mirror, Mirror on the Wall,
Boy That Hang-It does it all!

Hang-It is Engineered and
Manufactured in the USA

Hang-It has been designed to be used with all types of mirrors.
It’s high strength adhesive backing adheres to all mirror paint
backings that meet industry standards. Hang-It saves time and
labor when installing decorator mirrors. 

continued on page 140For more information, visit www.usglassmag.com/infocenter

For more information, visit www.usglassmag.com/infocenter

http://www.andscot.com
http://www.usglassmag.com
mailto:mail@kinlong.com
mailto:kinlong@vip.163.com


United States � United Kingdom � France � Australia � New Zealand

Soft Tech has the world’s most advanced
software to handle your Dealer, Estimating,
Takeoff and Manufacturing requirements.

WINDOWS

DOORS

STOREFRONT

CURTAINWALL

SHOWER
ENCLOSURES

SUNROOM &
CONSERVATORIES

Do you build complex framed products?

1040 Bayview Drive • Suite 600
Fort Lauderdale, Florida 33304
t: (954) 568-3198
f: (954) 563-6116
www.softtechnz.com

“Soft Tech’s V6 has allowed Kawneer to substantially
reduce Queue, Quotation and Take Off times, while
at the same time improving the quality of our output.

Orders, Engineered bills of material and
Fabrication information are 100% accurate.

We now have hundreds of internal staff using V6
right across our enterprise and we have dramatically
improved productivity since it’s introduction.

It’s good software and they provide great service.
They have to be good for Kawneer to use them.”

– Glen Morrison, President

Kawneer Company USA

Over 5,000 of the best commercial
fenestration companies in the
world use our software –
Shouldn’t you?

SEE US AT GLASSBUILD AMERICA • For more information, visit www.usglassmag.com/infocenter

http://www.softtechnz.com


Vistawall Announces 
Van Grouw’s Retirement 

Larry Van Grouw officially retired from Vistawall Ar-
chitectural Products in Terrell, Texas, in June. The 22-year
veteran most recently was manager of the company’s
Modesto, Calif., facility. 

Van Grouw entered the business in 1985 as a sales rep-
resentative for Pacific Aluminum, which was purchased
by Vistawall in 1987. He was named general manager of
the company’s Western region in 1989, and was then pro-
moted to vice president and general manager in 1999. He
chose to step out of the general manager role in 2005. 

“Vistawall was very fortunate to have someone with
Larry’s experience, dedication to the com-
pany and commitment to growing our busi-
ness on the West Coast,” says Cindy Aveard,
general manager of Vistawall’s Western re-
gion. “Over the years he has earned the high-
est respect from employees, customers and
suppliers. He truly will be missed.”

The company also named Patrick
Boucher Western regional sales manager.

Newsmakers
continued

• EXTRUDED ALUMINUM
COMMERCIAL SCREENS
(WICKETS - HOPPERS)

• RESIDENTIAL SCREENS

• ROLL FORM SCREEN
FRAME LINEALS

• RECTANGULAR, FLAT &
PYRAMID MUNTINS

• EXTRUDED PATIO DOOR
SCREENS

• ALUM. HURRICANE PANELS
MIAMI-DADE APPROVED

CATALOG AVAILABLE

Qualified Reps Wanted

Patrick
Boucher For more information, visit www.usglassmag.com/infocenter

We turn 
ideas into

glass...
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Boucher, who has been with the company for 18 years,
was previously a sales engineer in the Western region. He
has 28 years of experience in the architectural aluminum
industry. 

Glass Industry Veteran 
Retires After 44 Years

After 44 years in the glass business Frank
Poce has retired from the Walker Glass Com-
pany in Quebec, Canada. 

Poce began his career with the insulating
glass company Ply-Pane, which later became
DC Glass, in 1963. From there he joined Fabre-
ville, where he worked for 11 years, and then
was hired at Walker Glass Ltd. in 1992. 

“It has been an honor and a privilege to have
worked with Frank for so long,” says Marc Deschamps,
Walker Glass business development manager. “His cama-
raderie, his great sense of humor and his true loyalty to his
company, his customers and his friends will be sorely
missed.” 

Poce officially retired from Walker Glass on June 30.    ■

Frank Poce 

SEE US AT GLASSBUILD AMERICA 
For more information, visit www.usglassmag.com/infocenter
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What’s yours?
Whether your idea in glass involves a unique multi-laminated glass floor or a hundred

thousand square feet of high performance Hurricane Resistant Window Glass, Barber Glass

will have the right idea on how to get it done on-time and on-budget... every time!

That's why people that think about

glass across North America 

think about Barber Glass when

they want their ideas to become 

a reality. Think about that and 

then call us with your ideas.

1-800-461-4527
www.barberglass.com

http://www.barberglass.com
http://www.calglassbending.com
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NORTH AMERICAN EVENTS

October 7-10, 2007
ASC Fall Convention 
and Exposition 
Sponsored by the Adhesive 
and Sealant Council (ASC).
Hyatt Regency Crown Center.
Kansas City, Mo. 
Contact: Bob Willis at 
301/986-9700, ext. 104.

October 9-10, 2007 
Glass Expo Midwest™ 2007
Co-sponsored by 
USGlass magazine and 
11 state associations.
Amway Grand Plaza Hotel 
& DeVos Place.
Grand Rapids, Mich. 
Contact: UUSGlass magazine 
at 540/720-5584.

October 14-17, 2007
AAMA National Fall Conference
Sponsored by the American 
Architectural Manufacturers 
Association (AAMA). 
JW Marriott Grand Lakes.
Orlando, Fla.
Contact: AAMA at 847/303-5664.

October 28–31, 2007
Performance of 
Buildings Meeting
Sponsored by ASTM 
International committee E06.
Tampa Marriott Waterside.
Tampa, Fla.
Contact: Steve Mawn 
at 610/832-9726.

November 2-3, 2007
Independent Glass 
Association Fall Conference
Sponsored by the Independent
Glass Association (IGA). 
Mandalay Bay Convention Center.
Las Vegas.
Contact: IGA at 540/720-7484.

November 5-8, 2007 
NFRC Fall Membership Meeting 
Sponsored by the 
National Fenestration 
Rating Council (NFRC).
Tempe Mission Palms Hotel
and Conference Center.
Tempe, Ariz.
Contact: NFRC at 301/589-1776.

November 27-29, 2007
PGC Annual Symposium
Sponsored by the Protective
Glazing Council (PGC). 
Crystal City Marriott at 
Reagan National Airport.
Arlington, Va. 
Contact: PGC at 703/413-5500.

January 9-10, 2008
Midwest Energy 
Solutions Conference
Sponsored by the Midwest
Energy Efficiency Alliance (MEEA).
Drake Hotel. 
Chicago.
Contact: MEEA 
at 312/587-8390.

January 28-February 1, 2008 
IGMA 8th Annual Conference
Sponsored by the 
Insulating Glass 
Manufacturers Alliance (IGMA).
Sundial Beach Resort. 
Sanibel Island, Fla.
Contact: IGMA at
613/233-1510. 

February 13-17, 2008
Glass Week 2008
Sponsored by the 
Glass Association of 
North America (GANA).
Rio Las Vegas.
Las Vegas.
Contact: GANA 
at 785/271-0208.

April 10-12, 2008
Glass TEXpo™
Sponsored by the 
Texas Glass Association 
and UUSGlass magazine. 
Henry B. Gonzalez 
Convention Center.
San Antonio, Texas.
Contact: UUSGlass magazine 
at 540/720-5584.

May 1-3, 2008
Americas’ Glass Showcase™
Sponsored by the Americas
Glass Association and the IGA. 
Cashman Convention Center.
Las Vegas.
Contact: UUSGlass magazine 
at 540/720-5584.

May 2-3, 2008
International Window Film
Conference™ and Tint-Off
Sponsored by 
WINDOW FILM magazine.
Cashman Center.
Las Vegas.
Contact: WINDOW FILM magazine
at 540/720-5584.

INTERNATIONAL EVENTS

October 3-6, 2007
Vitrum 2007
Sponsored by GIMAV.
Fiero Milano Convention Center.
Milan, Italy.
Contact: Vitrum at 
+39 02 33006099.   ■

[ d a t e b o o k ]

Manufacturer of Bullet and Blast Resistant:
� Windows � Doors � Curtainwall Systems

Also Available, Transaction Windows and Accessories
� Speak-thrus � Dealtrays
� Package Passers � Fiberglass Panels

Our systems are designed to be easy to fabricate and install so don’t be shy.

800-962-8088
http://www.actionbullet.com

Send your events to mheadley@glass.com

For more information, visit www.usglassmag.com/infocenter

For more information, visit www.usglassmag.com/infocenter

Up&Coming

http://www.actionbullet.com
mailto:mheadley@glass.com
http://www.usglassmag.com
mailto:admin@shererstudio.com
http://www.shererstudio.com


As a company, we want to make the best product
possible. And as good citizens, we want to be 

environmentally responsible. So we developed an
even better mirror adhesive that complies with air

quality standards while still giving you the same 
consistency and performance you expect from us.

That means: 
Plenty of Open Time once the adhesive is applied-

up to 20 minutes. 

Build-out capability built right into the adhesive. 

Money-Back Guarantee if you’re not 100% satisfied. 

All this and our mirror adhesive is VOC compliant,
too! So if you're ready for an even better adhesive to

make your job easier, please give us a try. 

Glazers Choice co-owner Hank Groves is pleased to announce
an innovative new mirror adhesive that’s VOC compliant.

GLAZERS CHOICE

“I just wanted to make a
good thing even better.”

Hank Groves, Founder, original C. Gunther Company Visit glazerschoice.com to learn more.
Or call us at 888.655.3430.

For more information, visit www.usglassmag.com/infocenter

http://glazerschoice.com
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ADHESIVES/SEALANTS
Dow Corning Corporation
2200 West Salzburg Road
Midland, MI  48686
Phone: 989/496-6000
www.dowcorning.com/construction/
construction@dowcorning.com

Glazing Compounds
Omaha Wholesale Hardware
1201 Pacific Street
Omaha, NE 68108
Phone: 800/238-4566
Fax: 402/444-1659

ARCHITECTURAL GLASS
Arch Aluminum & Glass
10200 NW 67th St.
Tamarac, FL 33321
Phone: 800/432-8132
Fax: 954/724-9293
www.archaluminum.net
info@archaluminum.net

Berman Glass Editions
1-1244 Cartwright Street
Vancouver, BC  V6H 3R8
Canada
Phone: 604/684-8332 Ext. 240
Fax: 604/684-8373
www.bermanglass.com
info@bermanglass.com

General Glass International
101 Venture Way
Secaucus, NJ 07094
Phone: 201/553-1850
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com

Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Acid Etched Glass
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC  H7X 3K7 Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Bent/Curved
California Glass Bending
320 E. Harry Bridges Blvd.
Wilmington, CA  90744
Ph: 800/223-6594
Fax: 310/549-5398
www.calglassbending.com
glassinfo@calglassbending.com

Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Block
Decalite Ltd.
The Portergate Ecclesall Road
Sheffield S11-8NX, UK
Phone: 01142-096096
Fax: 01142-096001

Flat
Carolina Glassmasters
1 Andrew Pearson Drive
Mt. Airy, NC 27030
Phone: 888/786-1800
Fax: 336/786-1810

Fire-Rated Glass
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

Technical Glass Products
600 6th Street South
Kirkland, WA 98033
Phone: 800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Fire-Rated Glass, 
Impact Resistant
General Glass International
101 Venture Eay
Secaucus, NJ  07094
Phone: 201/553-1830
Fax: 201/553-1851
www.generalglass.com
sales@generalglass.com

SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

Technical Glass Products
600 6th Street South
Kirkland, WA  98033
Phone:  800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Hurricane-Resistant
Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com

SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

Laminated
Glasslam
1601 Blount Rd.
Pompano Beach, FL 33069
Phone: 954/975-3233
Fax: 954/975-3225
www.glasslam.com

Pattern Glass
Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

Radiation Shielding
Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320 
Fax: 561/737-3721
www.amerope.com
claire@amerope.com

Fluke Biomedical
6045 Cochran Rd.
Cleveland, OH 44139
Ph: 440/248-9300
www.flukebiomedical.com/rms
rmsinfo@flukebiomedical.com

X-Ray Fluoroscopic 
Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320 
Fax: 561/737-3721
www.amerope.com
claire@amerope.com

BENT
GLASS

• SAFETY TEMPERED • INSULATING
• ANNEALED • SAFETY LAMINATED

• HEAT-STRENGTHENED

(800) 543-8796 • fax: (800) 543-8798

www.e-bentglass.com

The World Leader
in Custom Fabricated

A GUARDIAN ‘SUN-GUARD’ 
CERTIFIED FABRICATOR

Radius or Irregular Bends 
Sizes up to 96” x 130”
3/32” to 3/4” Thickness

Architectural, Fixture, &
Furniture Applications

Clear, Tinted, Low-E,
Reflective, Acid-Etch,
Low-Iron or Specialty

Polished Edges, Holes,
Notches, and Cutouts
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X-Ray Protective
Amerope Enterprises Inc.
150 Commerce Rd.
Boynton Beach, FL 33426
Phone: 800/327-3320
Fax: 561/737-3721
www.amerope.com
claire@amerope.com

Technical Glass Products
600 6th Street South
Kirkland, WA  98033
Phone:  800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

ARCHITECTURAL
GLASS/LAMINATED
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Bent
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Fire & Safety Rated Wire
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

ARCHITECTURAL
GLASS/TEMPERED
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

All Team Glass & Mirror Ltd.
Phone: 800/363-4651 or 
416/745-7182
Fax: 416/745-2692
www.allteamglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Bent
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

ARCHITECTURAL METAL
Dies/Custom Metal
EFCO Corporation
1000 County Road
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313 

AUTO GLASS 
ACCESSORIES
Window Film 
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

AUTO GLASS & 
RELATED PRODUCTS
EDI/Billing
IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Sunroofs
Night Watchman Co.
30551 Edison Dr.
Roseville, MI 48066
Phone: 586/778-2144
Fax: 586/498-2301
sales@nightwatchman.net

T-Tops 
Night Watchman Co.
30551 Edison Dr.
Roseville, MI 48066
Phone: 586/778-2144
Fax: 586/498-2301
sales@nightwatchman.net

BATHROOM 
SPECIALTIES
Shower Door Hardware 
C.R. Laurence Co. Inc.
2503 E Vernon Ave.
Los Angeles, CA 90058
Phone: 800/421-6144
Fax: 800/262-3299
www.crlaurence.com

US Horizon Mfg., Inc.
28912 Ave. Paine
Valencia, CA  91355
Phone: 877/728-3874
Fax: 661/775-1676
www.ushorizon.com

COMPUTER SOFTWARE
Albat + Wirsam 
North America
1540 Cornwall Rd., Suite 214
Oakville, ON L6J 7W5
Phone: 905/338-5650
Fax: 905/338-5671
www.albat-wirsam.com
moreinfo@albat-wirsam.com

PMC Software Inc.
Bartles Corner Business Park
8 Bartles Corner Rd., Suite 11
Flemington, NJ  08822
Phone: 908/806-7824
Fax: 908/806-3951
www.pmcsoftware.com

Auto Glass-Related
GlassMate
(NAGS® International)
9889 Willow Creek Rd.
San Diego, CA 92131
Phone: 800/551-4012
Fax: 619/653-5447
nags@mitchell.com

IBS Software
1221 Harrison Street,
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

EDI
IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Point of Sale
IBS Software
1221 Harrison Street
Kansas City, MO 64106
Phone: 800/959-5500
Fax: 816/471-1939
www.ibssoftware.com

Quest Software Inc.
1000 E. Sturgis St., Suite 8
St. Johns, MI 48879
Phone: 800/541-2593
Fax: 517/224-7067
www.questsoftware.com

Window Film
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

DECORATIVE GLASS
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Phone: 866/653-2278
www.oldcastleglass.com

Etched Glass
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC  H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

Painted
Decorative Glass Company
14647 Lull Street
Van Nuys, CA 91405-1209
Phone: 800/768-3109
Fax: 818/785-7429

Textured Glass
Coastal Glass Distributors
7421 East Spartan Blvd.
Charleston, SC 29418
Phone: 800/868-4527
Fax: 800/314-4436
www.coastalglassdist.com
thartley@coastalglassdist.com

DOORS
Bullet Resistant
U.S. Bullet Proofing, Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com

Closers
Access Hardware Supply
14359 Catalina Street
San Leandro, CA 94577
Phone: 800/348-2263
Fax: 510/483-4500

continued on page 146
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Fire Rated
Technical Glass Products
600 6th Street South
Kirkland, WA  98033
Phone:  800/426-0279
Fax: 800/451-9857
www.fireglass.com
sales@fireglass.com

Fire-Rated 
Framing Systems
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

VETROTECH Saint-Gobain
2108 B Street NW, Suite 110
Auburn, WA 98001
Phone: 888/803-9533
Fax: 253/333-5166
www.vetrotechusa.com

Folding Glass Walls/Doors
Solar Innovations, Inc.
234 East Rosebud Road
Myerstown, PA 17067
Phone: 800/618-0669
Fax: 717/933-1393
www.solarinnovations.com
skylight@solarinnovations.com

General Door Hardware
Akron Hardware
1100 Killian Road
Akron, OH 44312
Phone: 800/321-9602
Fax: 800/328-6070

Metal Clad Doors
Doralco
11901 S. Austin Ave., Suite 301
Alsip, IL 60803
Phone: 708/388-9324
Fax: 708/388-9392
www.doralco.com

Sliding Doors
Doralco
11901 S. Austin Ave., Suite 301
Alsip, IL 60803
Phone: 708/388-9324
Fax: 708/388-9392
www.doralco.com

DOORS, OTHER

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

DOOR COMPONENTS
Adams Rite Manufacturing Co.
260 Santa Fe Street
Pomona, CA 91767
Phone: 909/632-2300
Fax: 909/632-2370
www.adamsrite.com

JLM Wholesale, Inc.
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

DOOR HARDWARE & 
RELATED PRODUCTS
Boyle & Chase, Inc.
72 Sharp Street
Hingham, MA 02043
Phone: 800/325-2530
Fax: 800/205-3500
www.boyleandchase.com
sales@boyleandchase.com

JLM Wholesale
3095 Mullins Court
Oxford, MI 48371
Phone: 800/522-2940
Fax: 800/782-1160
www.jlmwholesale.com
sales@jlmwholesale.com

Hinges
Pemko Mfg. Company
P.O. Box 3780
Ventura, CA 93006
Phone: 800/283-9988
Fax: 800/283-4050
www.pemko.com
pemsales@pemko.com

Multipoint Locks
HOPPE North America, Inc.
205 E. Blackhawk Dr.
Fort Atkinson, WI 53538-1268
Phone: 920/563-2626
Fax: 920/563-4408
www.us.hoppe.com
info@us.hoppe.com

Track Caps
Johnson Bros. Metal Forming
5518 McDermott Dr.
Berkeley, IL 60163
Phone: 708/449-7050 
Fax: 708/449-0042

Weatherstripping
Pemko Mfg. Company
P.O. Box 3780
Ventura, CA 93006
Phone: 800/283-9988
Fax: 800/283-4050
www.pemko.com
pemsales@pemko.com

GLASS FURNITURE
Table Tops
Carolina Glassmasters
1 Andrew Pearson Drive
Mt. Airy, NC 27030
Phone: 888/786-1800
Fax: 336/786-1810

GLASS HANDLING/
TRANSPORTATION
Rolltech Industries
11 Dansk Court
Toronto, ON M9W 5N6 Canada
Phone: 419/337-0631
Fax: 419/337-1471

KEAR Fabrication Inc.
11 Creditstone Rd., Unit 7
Concord, ON L4K 2P1
Canada
Phone: 905/760-0841
Fax: 905/760-0842

INSULATING GLASS AND
RELATED PRODUCTS
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Ph: 866/653-2278
www.oldcastleglass.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Airspacers
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA  98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

Helima Helvetion Intl.
PO Box 1348
Duncan, SC 29334-1348
Phone: 800/346-6628
Fax: 864/439-6065
www.helima.de
kristi_madey@charter.net

Muntin Bars
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA  98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

Spacers
Edgetech I.G. Inc.
800 Cochran Ave.
Cambridge, OH 43725
Phone: 740/439-2338
Fax: 740/439-0127
www.edgetechig.com

Units, Bent-Curved
Precision Glass Bending Corp.
P.O. Box 1970
3811 Hwy 10 West
Greenwood, AR 72936
Phone: 479/996-8065 or 
800/543-8796
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

INSULATING GLASS 
MACHINERY/EQUIPMENT
Production Lines
Edgetech I.G. Inc.
800 Cochran Ave.
Cambridge, OH 43725
Phone: 740/439-2338
Fax: 740/439-0127
www.edgetechig.com

MACHINERY/
EQUIPMENT

Lapcraft Inc.
195 West Olentangy St.
Powell, OH 44065-8720
Phone: 800/432-4748
Fax: 614/764-1860
www.Lapcraft.com
CustService@Lapcraft.com

Cutting Machine
Bottero Flat Glass Inc.
330 Weaver Rd., Suite 600
Florence, KY 41042
Phone: 800/900-7559
Fax: 845/362-1856
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To place your listing in the Supplier’s Guide,
please contact Janeen Mulligan 
at 540/720-5584 ext. 112 or

e-mail jmulligan@glass.com
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MIRROR AND MIRROR
RELATED PRODUCTS
Palmer Mirro-Mastics
146 St. Matthews Avenue
PO Box 7155
Louisville, KY 40257-0155
Phone: 502/893-3668 or
800/431-6151
Fax: 502/895-9253
www.mirro-mastic.com

Virginia Glass Products Corp.
P.O. Box 5431
Martinsville, VA 24115
Phone: 800/368-3011
Fax: 276/956-3020

Acid Etched Mirror
Walker Glass Co. Ltd.
9551 Ray Lawson
Montreal, QC  H7X 3K7
Canada
Phone: 888/320-3030
Fax: 514/351-3010
www.walkerglass.com
sales@walkerglass.com

SKYLIGHTS & OVERHEAD
GLAZING SYSTEMS
Skylights
O’Keeffe’s Inc.
325 Newhall Street
San Francisco, CA 94124
Phone: 415/822-4222
Fax: 415/822-5222
www.okeeffes.com

STOREFRONT/
ENTRANCES
Oldcastle Glass®

Over 40 manufacturing 
locations throughout 
North America
Ph: 866/653-2278
www.oldcastleglass.com

Pittco Architectural Metals, Inc.
1530 Landmeier Rd.
Elk Grove Village, IL 60007
Phone: 800/992-7488
Fax: 847/593-9946
info@pittcometals.com
www.pittcometals.com

SUNROOMS AND 
RELATED PRODUCTS
Bent Solarium Glass
Precision Glass Bending Corp.
PO Box 1970, 
3811 Hwy. 10 West
Greenwood, AR  72936
Phone: 800/543-8796 or 479/996-8065
Fax: 479/996-8962
www.e-bentglass.com
sales@e-bentglass.com

Sunrooms
Solar Innovations, Inc.
234 East Rosebud Road
Myerstown, PA 17067
Phone: 800/618-0669
Fax: 717/933-1393
www.solarinnovations.com
skylight@solarinnovations.com

WINDOW & DOOR 
REPLACEMENT 
HARDWARE
Strybuc Industries
2006 Elmwood Ave.
Sharon Hills, PA 19078
Phone: 800/352-0800
Fax: 610/534-3202
www.strybuc.com

WINDOW FILM
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Architectural Film
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Film Technologies 
International
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
Phone: 727/327-2544
Fax: 727/327-7132
www.filmtechnologies.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

Auto Film
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

Film Technologies 
International
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
Phone: 727/327-2544
Fax: 727/327-7132
www.filmtechnologies.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

Commercial Tint
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA  90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

Decorative Film
CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Decorative 
Glass Film Overlay
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

Security Film
Bekaert Specialty Films LLC
4540 Viewridge Avenue
San Diego, CA 92123
Phone: 800/736-1836
Fax: 858/571-3605
www.Bekaertfilms.com

CPFilms Inc.
P.O. Box 5068
Martinsville, VA 24115
Phone: 276/627-3000
Fax: 276/627-3032
www.llumar.com
llumar@cpfilms.com

Film Technologies 
International
2630 Fairfield Avenue S.
St. Petersburg, FL 33712
Phone: 727/327-2544
Fax: 727/327-7132
www.filmtechnologies.com

Johnson Window Films
20655 Annalee Ave.
Carson, CA 90746
Phone: 310/631-6672
Fax: 310/631-6628
www.johnsonwindowfilms.com

WINDOW HARDWARE
Stiffeners
Alumet Mfg., Inc.
3803 136th St. NE
Marysville, WA  98271
Phone: 360/653-6666 or
800/343-8360
Fax: 360/653-9884

WINDOWS
EFCO Corporation 
1000 County Rd.
Monett, MO 65708
Phone: 800/221-4169
Fax: 417/235-7313
www.efcocorp.com
dhewitt@efcocorp.com

Blast Resistant
United States 
Bullet Proofing Inc.
4925 Lawrence Street
Hyattsville, MD 20781
Phone: 301/454-0155 or
800/363-8328
Fax: 301/454-0199
www.usbulletproofing.com
info@usbulletproofing.com

Fire-Rated 
SAFTI FIRST™ Fire 
Rated Glazing Solutions
325 Newhall Street
San Francisco, CA 94124-1432
Phone: 888/653-3333
Fax: 415/824-5900
www.safti.com
info@safti.com

General Tools & Supplies
Pacific Laser Systems
449 Coloma Street
Sausalito, CA 94965
Phone: 800/601-4500
Fax: 415/289-5789   ■
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Project Managers /
Supervisory Field 

Operations
Walters & Wolf Glass, a visionary Curtain
Wall company is offering unique career
opportunities in Las Vegas.  We are seeking
experienced Project Managers and
Supervisory Field Operations personnel.
Qualified candidates who want to be part
of a successful, growing team are encour-
aged to send a resume.  Please send
e-mail: nick@waltersandwolf.com or
contact: 702/597-0770 ext: 1004 or fax:
510/651-7172, Attn: Nick Kocelj.

Employment/Help Wanted

Glass & Metal 
Project Managers

One of Chicagoland’s premier contract
glazing organizations has immediate
openings for two project managers. The
one opening is for an individual with ex-
perience in managing large glass and
metal projects including mid-rise curtain-
wall and window work. The other open-
ing is for an individual to coordinate and
manage storefronts and interior glass
projects. The company’s history and repu-
tation makes this a “career opportunity”for
the right individuals. The company offers
an excellent starting salary and benefit
package. For consideration, a complete re-
sume including salary history should be
sent to: USGlass, Drawer 2500, PO Box
569, Garrisonville, VA 22463 or  e-mail
jmulligan@glass.com.  Be sure to reference
Drawer 2500.

Manufacturer’s Reps
Thermal Windows, Inc. is looking for es-
tablished independent manufacturer’s
reps to promote our commercial and
heavy commercial windows and doors.
Call 918/663-7580 ext. 1232, or go to
www.thermalwindows.com to view our
complete product line and see the exclu-
sive territories available.

National Sales Manager
Arch Aluminum & Glass is looking for a
dynamic & hard working person to take
on the position of National Sales Manager
for Architectural Aluminum Products.
Arch Aluminum & Glass has 34 locations
throughout North America & has had un-
precedented growth over the last 10 years.
The candidate would oversee & develop
sales approach on the architectural alu-
minum side of the business & work with
our facilities & salespeople nationwide.
Arch Aluminum & Glass is a family
owned business where decisions are
made quickly in a non bureaucratic envi-
ronment.  This position will be part of the
senior management team at Arch.  It’s a
tremendous opportunity for a candidate
to take their knowledge & sales abilities to
a new level & work with the premier glass
& aluminum supplier in North America.
Arch offers an excellent benefit package
& the best culture in the industry. If you
want to be a member of the family & a
part of growing, stable & aggressive com-
pany, Arch Aluminum & Glass is for you.
For more information, candidate should
contact us at info@archaluminum.net All
inquiries will be kept confidential. 

Manufacturers Reps
Independent manufacturers reps to pro-
mote our Vertical Wall Products line in
Canada,  NY City,  AL,  MT,  and S. ID. Must
have an established architectural presence
and a solid business plan. Call     Rick
Sharp at 1-800-242-5699, e-mail
rsharp@unaclad.com. For more info  visit
our website at www.unaclad.com 

Technical Service Repre-
sentative 

Trelleborg Sealing Profiles, manufacturer
of the EPG brand of extruded rubber and
plastics glazing gaskets, seals and glazing
accessories is looking for an experienced
technical service representative. We are
looking for a dedicated professional with
experience in the architectural aluminum
industry that would consult with manu-
facturers of windows, curtain wall and
storefronts on the appropriate application
of gasket systems. The ideal candidate will
be highly motivated and organized and
must have a minimum of 5 years experi-
ence in project management, design, en-
gineering or technical sales and must be
experienced in AutoCAD. We are part of a
large international industrial concern and
offer a career opportunity with a compre-
hensive compensation plan that includes
salary, bonus, car allowance and benefits
package. Qualified candidates are      in-
vited to send their resume to
EPG.HR@Trelleborg.com  This is a NOT
TO BE MISSED opportunity!  This is an
exceptional position in an exceptional or-
ganization. Trelleborg.  Where talents
grow.

Capital Equipment Sales
LISEC, the world’s leading manufacturer
of automated glass processing equipment,
is currently seeking to add an Equipment
Salesperson to its Minneapolis-based
company, Lisec America, Inc.  Attractive
compensation and benefit package avail-
able for the right person with manufac-
turing capital equipment sales experience.
Regional responsibility within the US, and
some European travel required.  Resumes
and all inquiries should be directed to:

Bob Quast, President & CEO
Lisec America, Inc.
Fax:  651/686-9033

E-mail:  resume@lisecamerica.com

Seeking Manu. Reps. &
Product Design Engineer
CGI Windows and Doors, an aluminum
impact window manufacturer in S. FL,
is looking for manufacturers reps to
cover coastal states o/s of FL. Previous
experience/relationships in these
territories required. Additionally, CGI
is seeking a product design engineer
with experience in aluminum  win-
dows & doors. Thorough knowledge
of CAD required. Resumes to: 
HR@cgiwindows.com.
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New and Used Equipment
NEW 4 spindles flat edger $22,500 US
GRACO 55-gallon  2-part pump
9 spindles cup wheels edger IN STOCK
Shape beveler and edger
Butyl extruder  15 pounds slug
NEW EDGERS. NEW BEVELERS. 
50% OFF REGULAR PRICE
Contact: Steve Brown
Tel: 888/430-4481; Fax: 450/477-6937
E-mail:  steve@s-b-m-s.com

Used Equipment for Sale
Your Resource for 

“Classified” Information
Rates for Column Inch ads:

Per Column Inch: $109
Per Bold Line: $25
Per Screen/Reverse: $25
Per Border Around Ad: $50
Per Photo/Artwork: $55
Per Blind Box: $60
(A column inch is equal to 30 words)

Please contact 
Janeen Mulligan at 

540/720-5584 ext. 112; 
e-mail: jmulligan@glass.com or

fax to 540/720-5687 
to place your classified listing.

The November USGlass cut-off
date is Oct 19, so don’t delay!

Businesses for Sale

Glass Fabrication
Service & Distribution. Well established
multi-state cust. base. Sales $1M. 
Office/shop staff in place. NC Piedmont
area. Mach., vehicles and R/E $897,500.
Atlantic Business Brokers 919/688-0049

For Sale
Est. wholesale/manufacturer of custom
glass/mirrors/tabletop. Computer gener-
ated design w/state-of-the-art program-
mable machines. Delivery service,
multiple vehicles, includes FF&E. Centrally
located, steady growth. 

John Stivers, Broker
JStivers@pbbi.com

Professional Business Brokers, Inc.
888/287-7763
www.pbbi.com 

New & Used Machinery
For glass, window and IG 

Vertical Washers - Makivetro, CRL,
Zafferani, Lisec, Lenhardt & Prestik. 
Horizontal Washers - Billco, Somaca
Miller, Bovone & Bavelloni.  
Used Oven Presses - Billco.
Vinyl welders & corner cleaners. 

Phone:  724/239-6000
Fax:  724/239-6011

vince@usglassmachinery.com 
www.usglassmachinery.com

Business for Sale
Highly Profitable
Commercial Glass 

Manufacturer & Installer
Intermountain West

• Specializes in manufacturing, glaz-
ing, and installation of windows,
storefronts, entry doors, and related
products
• Strong, consistent sales growth
• Est. 2007 Rev. $6.7MM EBITDA
$1.4MM

Contact Toby Pence
972/331-7522

tpence@gwequity.com
www.gwequity.com

Auto Glass
Sales and service business for sale. Great
cash flow! Includes real estate. #60795DS.

International Business Exchange
Box 1240, Round Rock, TX 78680
512/310-2966; Fax: 512/310-8113 

Products for Sale
Curved China Cabinet Glass
Standard curves fit most cabinets - one
day service. Most sizes $87, $92, $97 and
each piece is delivered. Call 515/237-
3600, Peco Glass Bending, PO Box 777,
Smithville, TX 78957.

Bieber Consulting Group, LLC
Is a group of retired Glass Industry Exec-
utives with the ability to solve your prob-
lems,  grow your business and add to your
revenue stream.  With over 40 years of
expertise managing sales and profits, we
know cost reduction, sales & marketing,
finance, glass fabrication, safety,  purchas-
ing, labor relations and more. To explore
how we can be of benefit to you, call Paul
Bieber at 603/242-3521 or e-mail
paulbaseball@msn.com

Industry Services

Classifieds go online every day! 
To view listings, visit:

http://www.glass.com/
classified.php

Glass Shop for Sale
Well-established. Full service.  Located in
the green mountains of Vermont. High
end specialty shower doors. Custom  mir-
ror work. Quality reputation. Close to ski-
ing, golf and lots more. Real estate
includes shop and rental spaces. Offices,
storage and parking area. Very high visi-
bility.  Send resume to:  USGlass, Drawer
2600, PO Box 569, Garrisonville, VA 22463
or e-mail jmulligan@glass.com. Be sure to
reference Drawer 2600.
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Page Company Phone Fax Web Address

36 Access Hardware 800/348-2263 800/435-8233 www.accesshardware.com
63 ACH 800/331-2007 918/254-5244 www.versaluxglass.com

129 ACI Distribution 800/238-6057 501/884-5338 www.acidistribution.com
142 Action Bullet Resistant 800/962-8088 631/422-4498 www.actionbullet.com
43 AGC InterEdge Technologies 877/376-3343 415/289-0326 www.firesafe-glass.com
39 AGC Flat Glass North America 800/251-0441 443/229-7110 www.afgglass.com
25 Alumax Bath Enclosures 870/235-4260 870/234-3181 www.alumaxbath.com

138 Andscot Co. Inc. 800/832-5800 773/625-1242 www.andscot.com
154 Arch Aluminum & Glass Co. Inc. 866/629-2724 586/725-4627 www.archaluminum.net
42 Azon USA Inc. 800/788-5942 269/373-9295 www.azonintl.com

140-141 Barber Glass Industries Inc.. 800/461-4527 519/824-8718 www.barberglass.com
44 Besana-Lovati Inc. 800/356-8237 336/768-7549 www.besanalovati.com
71 Billco Manufacturing Inc. 724/452-7390 724/452-0217 www.billco-mfg.com

131 Boyle & Chase Inc. 800/325-2530 800/205-3500 www.boyleandchase.com
14,102 Bromer Inc. 450/477-6682 450/477-9679 www.bromerinc.com

141 California Glass Bending 310/549-5255 310/549-5398 www.calglassbending.com
137 Capital Tape Co. 888/888-8273 216/292-3435 www.capitaltape.com
61 Cardinal LG Co. 952/935-1722 952/935-5538 www.cardinalcorp.com

33,35,37 Casso-Solar Glass Machinery Group Inc. 800/988-4455 845/362-1856 www.cassosolar.com
21 Cefla Finishing America 336/662-9813 336/662-0318 www.ceflaamerica.com
73 CMS North America Inc. 616/698-9970 616/698-9730 www.cmsna.com
72 Coastal Glass Distributors 800/868-4527 800/314-4436 www.coastalglassdist.com
8-9 Coastal Industries 800/874-8601 904/642-5015 www.coastalind.com
153 Commonwealth Laminating & Coating Inc. 888/321-5111 276/632-0173 www.suntekfilms.com 
32 CPFilms Inc. 800/255-8627 314/674-1950 www.cpfilms.com 
53 C.R. Laurence Co. Inc. 800/421-6144 800/587-7501 www.crlaurence.com
28 Crystal Clear Window Works 800/436-4688 613/727-6909 www.getthefogout.com
107 Degorter Inc. 704/282-2055 704/225-8290 www.schiattiangelosrl.com
38 Dependable Glassworks 800/338-2414 800/866-0986 www.dependableglass.com
30 Diamon-Fusion International 800/213-0793 949/388-3299 www.diamonfusion.com

128 Dlubak Corp. 800/336-0562 724/459-0866 www.dlubakglass.com
26 DORMA Architectural Hardware 800/523-8483 800/274-9724 www.dorma-usa.com
69 DORMA Glas 800/451-0649 301/390-0011 www.dorma-usa.com
19 Dow Corning Corp. 973/691-1414 973/691-1659 www.dowcorningnow.com 
75 Edgetech IG Inc. 800/233-4383 740/439-0121 www.superspacer.com
C2 EFCO Corp. 800/221-4169 416/581-0700 www.efcocorp.com 

112 Epco Group 626/961-3456 626/961-3525 www.epcocorp.com
99 F. Barkow Inc. 800/558-5580 414/332-8217 www.barkow.com

103 Film Technologies International Inc. 800/777-1770 727/327-7132 www.filmtechnologies.com
140 Florida Screen Enterprises 305/687-0424 305/687-3008 www.floridascreen.com
27 Forel Spa 336/768-5504 336/768-7549 www.besanalovati.com

74,84,106 Glass Association of North America 785/271-0208 785/271-0166 www.glasswebsite.com
117 Glassrobots Oy 734/769-2534 734/769-2803 www.glassrobots.fi 
15 Glaston North America Inc. 336/299-8300 336/299-8388 www.glaston.net
47 Glaston Corp. 358 10 500500 358 10 5006190 www.glaston.net
93 GlasWeld Systems 800/321-2597 541/388-1157 www.glasweld.com
41 Glasstech Inc. 419/661-9500 419/661-9616 www.glsstech.com

130 Glass Technology Inc. 800/441-4527 970/247-9375 www.gtglass.com
26 Glasswerks LA Inc. 888/789-7810 888/789-7820 www.glasswerks.com

143 Glazers Choice 888/655-3430 216/292-3435 www.glazerschoice.com
65 Goldray Industries Ltd. 800/640-3709 403/236-1373 www.goldrayindustries.com
11 Grandview Glass & Metal Inc. 877/461-0224 909/923-9212 www.grandviewglass.com

100 Groves Inc. 800/991-2120 815/385-8640 www.groves.com
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Page Company Phone Fax Web Address
55,135 Grove Structural Shims 978/534-5188 978/840-4130 www.groveproductsinc.com

127 GTS Services LLC 800/209-2369 503/624-0433 www.gtsservices.com
17 Hardware Suppliers of America Inc. 252/355-9455 252/355-9460 www.hardwaresuppliers.com

109 Hegla Corp. 419/335-2244 419/335-2245 www.heglacorp.com
138 Hong Kong Kinlong Construction Hardware 86-76987943133 86-76987942388 www.kinlong.com
28 J.E. Berkowitz L.P. 866/532-4527 276/638-3669 www.jeberkowitz.com

111 JLM Wholesale 800/522-2940 248/628-6733 www.jlmwholesale.com 
59 Joel Berman Glass Studios Ltd. 888/505-4527 604/684-8373 www.jbermanglass.com

134 Jordon Glass Co. 800/833-2159 305/251-2159 www.jordonglass.com
136 J. Sussman Inc. 718/297-0228 718/297-3090 www.jsussmaninc.com
31 Kawneer 770/449-5555 770/734-1560 www.kawneer.com

113 Klimer Manufacturing Inc. 905/876-4063 905/876-3791 www.klimer.com
13 Mayflower Sales Co. Inc. 800/221-2052 718/789-8346 www.mfsales.com

51 105 Midwest Wholesale Hardware 800/821-8527 800/621-5681 www.midwestwholesale.com
101 Nordson Corp. 800/683-2314 770/497-3656 www.nordson.com
125 Painters & Allied Trades 202/637-0798 301/654-2025 www.lmcionline.org
77 Palmer Mirro-Mastic 800/431-6151 502/895-9253 www.mirro-mastic.com
67 Pilkington Building Products North America 800/221-0444 419/247-4517 www.pilkington.com

115 Pilkington Pyrostop 800/426-0279 419/478-0191 www.pilkington.com
136 PMC Software Inc. 908/806-7824 908/806-3951 www.pmcsoftware.com
34 Polytronix Inc. 972/238-7045 972/644-0805 www.polytronix.com
45 PPG Industries Inc. 888/774-4332 412/826-2299 www.ppgideascapes.com  
40 Precision Glass Bending 800/543-8796 800/543-8798 www.e-bentglass.com
46 Prelco Inc. 418/862-2274 418/862-8181 www.prelco.ca 

128 Pulp Studio 310/815-4999 310/815-4990 www.pulpstudio.com
116 Qingdao Jinjing Co. Ltd. 86-532-86907666 86-532-86909381 www.jinjing.com.cn
133 SAF-GLASS LLC 561/844-3100 561/848-9271 www.saf-glass.com

5,81,83,85 SAFTI FIRST™ Fire Rated Glazing Solutions 888/653-3333 415/822-5222 www.safti.com
68 Salem Distributors 800/234-1982 336/766-1119 www.salemdist.com
49 Schott North America Inc. 502/657-4417 502/966-4976 www.us.schott.com
29 Sevasa North America Inc. 281/207-5477 281/207-5476 www.sevasa.com

130 Shanghai GEMS Superabrasives Co. Ltd. 86-21-51515218 86-21-51515217 www.china-diamondtools.com
66 Shat R Proof Corp. 800/328-0042 952/946-0461 www.shatrproof.com

142 Sherer Studio Inc. 800/533-4292 386/454-3773 www.shererstudio.com
139 Soft Tech America Inc. 954/568-3198 954/563-6116 www.softtechnz.com
126 Sommer & Maca Industries Inc. 800/323-9200 708/863-5462 www.somaca.com
104 Southeastern Aluminum Products Inc. 904/;781-8200 904/224-8068 www.southeasternaluminum.com
38 Strybuc Industries 800/352-0800 610/534-3201 www.strybuc.com
48 Taco Metals 800/743-3803 727/576-1053 www.tacometals.com
1 Technical Glass Products 800/426-0279 800/451-9857 www.tgpamerica.com
7 Technoform 330/487-6600 423/929-0002 www.technoform.us

50 Tekna USA Corp. 877/477-4840 815/477-4870 www.teknausa.com
10 Tremco 800/321-7906 216/766-5543 www.tremcosealants.com
59 Uniglass Engineering Oy 412/835-2659 412/835-4165 www.uniglass.com
3 Unruh Fab Inc. 888/772-8400 316/772-5852 www.unruhfab.com

132 U.S. Horizon 877/728-3874 661/775-1676 www.ushorizon.com
91 Vesuvius Co. 412/429-1800 412/788-5227 www.vesuvius.com
94 Vetrotech Saint-Gobain 888/803-9533 253/333-5188 www.vetrotechusa.com
89 Viracon 800/533-2080 507/444-3021 www.viracon.com
76 Win-Door North America 800/282-0003 416/444-8268 www.windoorshow.com 

132 Wood’s Powr-Grip Co. Inc. 800/548-7341 406/628-8354 www.powrgrip.com
70 W & W Glass 800/452-7925 845/425-6156 www.wwglass.com
23 XYG Glass 604/273-0813 604/273-7574 www.xygglass.com 
95 YKK America Inc. 800/955-9551 678/838-6099 www.ykkap.com
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theBusiness

I’m not sure which hurt more …
making the mistake or having to
apologize for it. But either way, I

had a problem … a big problem … and
a call had to be made and an appropri-
ate apology tendered. I had broken a
promise and there are few things, from
a business or personal point of view,
that are worse than breaking a promise.
Breaking a promise is a first cousin to
telling a lie.

To make matters worse, the party
wronged by me was a good customer. A
long-term, loyal, fair, pays-his-bills-on-
time customer. Not that it should mat-
ter, of course. And the only excuse I had
was that oft-used (yet this time totally
accurate) one … I forgot! 

Having stalled as long as I could, I
picked up the phone and punched in the
numbers from memory. After two unan-
swered rings I sat up a little straighter,
thinking that I was going to get by with
just a voicemail apology. But halfway
through the third ring, he answered.

“This is Steve,” he stated energeti-
cally, “how can I help you?” 

“Hey, Steve,” I quickly responded, try-
ing to sound upbeat, “it’s Lyle.”

“Great timing, Lyle. I was just getting
ready to call you.”

Sure he was getting ready to call me,
and probably not to wish me a pleasant
day either. And was I wrong or did I de-
tect an edge to his voice?

“Well, Steve, then I guess I saved you
a dime … or is it a quarter now?” I said
trying to sound a little light.

“I’m not sure, Lyle, but either way you
saved me from having to look up your
phone number.”

Who was he trying to kid that he was
going to have to look up my number? He’s
called me hundreds of times over the

years and I’m sure he knows the number. 
“Maybe it was mental telepathy. But

tell me, why were you calling me?”
“Actually, Lyle, I wanted to talk to you

about yesterday’s bidding for that new
bank building in Lombard.”

He was upset alright, and I guess he
had every right to be. I had promised
him that I would bid the job aggressively
because he had told me that he wanted
to make a good impression on both the
developer and owner’s representative. A
lot was at stake for this was to be the first
of three similar facilities that would all
be built within the next 18 months and
Steve’s goal was to get all of them.

“OK, Steve, go ahead,” I replied, brac-
ing for the tongue lashing I deserved.

“Well, I’m not going to beat around the
bush. I wanted you to be aggressive on
this and you had promised that you
would be. As I said to you, help me out on
this one and I’ll make it up to you down-
stream. And I’m a man of my word, Lyle.”

Oh boy, now I really felt terrible. And
that “man of my word” line—ouch!

“You know,” he continued, “I wasn’t
the only general contractor chasing the
job. I had some pretty stiff competition
on this thing. And while it was true that
the final numbers were not going to be
the only determining factor, I had
hoped to be low anyway.”

His voice had become stern, like a fa-
ther would use to lecture an errant son.

“Steve,” I stammered as I
slunk down into my chair,
“did you get the job?”

“Yes. But barely.”
“Oh, Steve, I’m so relieved.”
“Me too, Lyle. But listen, I

really need your help. I got the
job using your number but
your price really wasn’t any

better than the other bids that I got for
your scope of work. In fact, they were all
just about the same, so I need you to  see
if you can squeeze a little something out
of it. And then we need to really make
this thing sail. But high-quality as well,
Lyle. You know what I’m looking for.”

I was confused. I hadn’t bid the job.
The untouched blueprints were still
rolled up next to my desk. How could he
have used my number unless perhaps
he had become confused and assumed
that somebody else’s bid was mine?

“Tell me, Steve, what do you want to
spend on this thing?”

“Well, Lyle, all of the bids for your
work came in around $42,000. I’d really
like to award you a contract for $39,000
but like I said, I’ll try to get you a little
more on the next two because as you
know, if we perform well on the first
one, there are two more to follow.” 

Could this really be happening? I sat up
straight and gripped the phone tighter.

“We might be able to make this work,
Steve, but give me about 48 hours to
look the thing over.”

“Thanks, Lyle, and, listen, I know I
was a little too pushy there but I’ve been
working pretty hard lately.”

“I understand, Steve.”
“Please accept my apology anyway.”
“Not a big problem, Steve. In fact, it’s

not a problem at all.”   ■

An Apology?

b y  L y l e  R .  H i l l

L y l e  H i l l is president of MTH
Industries of Chicago. Mr. Hill’s
opinions are solely his own and
not necessarily those of this
magazine.
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The National Fenestration Rat-
ing Council’s (NFRC) summer
meeting took place July 23-26
at the Denver Grand Hyatt in

downtown Denver. Day one started
early with task group meetings that fo-
cused heavily on the development of
the Component Modeling Approach
(CMA) program. 

Michael Thoman of Architectural
Testing Inc. in York, Pa., led the first
CMA meeting, the validation task
group. He began by discussing an out-
line of the validation procedure for
framing systems.

According to the outline, with the ex-
ception of product lines that may be in-
cluded in the validation test matrix,
each framing system product line will
be required to have validation testing
before it is accepted into the CMA. In
addition, the outline will not require
validation for the total products calcu-
lation done using CMA software, after
validation of framing system members.

Greg Carney, technical director of the
Glass Association of North America
said it’s important to truly define what
the product line is as well as what de-
fines it as a system. He said he thinks
the validation testing should be done
before the products go into the “buck-
ets” and then users should “use the
tools that have been proven as the re-
sources that work.”

Test sample construction and deter-
mining validation also were covered.

In closing the meeting, Thoman said
they planned to have a ballot for the
frame grouping rules by the fall meet-
ing and would likely have proposed lan-
guage for the validation procedure to
be discussed. 

The CMA labeling task group, chaired
by Charlie Curcija of Carli Inc. in
Amherst, Mass., worked on the draft of
a label certificate form that will be used
by the approved certification entity.

Carney said his concern with the
proposed label is that it can be confus-

ing for code officials.
“Architectural specifications in no way

relate to this format … the building code
official could not look at this form and
the architectural specifications and
know [he has] the same product,” said
Carney. “All of the identification relates
to NFRC and not the real product … it
needs the reality of what everything is
called by the manufacturer.”

Also, the label provides the actual
size of the product as well as NFRC size,
which some attendees saw as a good
compromise.

Focus group feedback from the
building code community regarding
the proposed CMA label certification
also was reviewed. Leonard Green-
berger of Washington, D.C.-based Po-
tomac Communications Group, the
NFRC’s public relations group, led the
discussion. Some of the key points from
the focus group include the beliefs that:
• Building officials trust the numbers

they see on the NFRC labels;

Hot Topics
IG Certification and CMA Program Development 

Take the Stage During NFRC Summer Meeting
By Ellen Giard

Only  On

usglassmag.com

S E P T E M B E R  2 0 0 7

NFRC members met in July to discuss topics ranging from CMA labeling to IG certification.
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• They would like to see the NFRC
name on the CMA certificate;

• They have a high level of respect for
the commercial industry and said it
would be helpful to have some type
of certification program;

• Building officials would like to know
how they can know that what’s on
the label is what’s actually used in
the building;

• They would like to see more infor-
mation (U-factor, visible transmit-
tance, SHGC, etc.) on the label; and

• The most confusing thing was the
actual versus NFRC sizes on the
label.
“They’re willing to accept both, but

they wanted an explanation as to why
they are both there, though there was a
strong preference for the actual size,”
said Greenberger.

Certification Meetings
The CMA Product Certification Pro-

gram (PCP) task group and the Insu-
lating Glass (IG) Certification task
group also met on the first day.

Gary Curtis of the West Wall Group in
Salem, Ore., led the PCP meeting where
members discussed some of the nega-
tives from the last ballot. Requirements
for the two types of approved calculation
entities (ACE)—manufacturers and in-
dependents—was one of the topics cov-
ered. The current draft proposes
language that outlines the specific con-
ditions for when a manufacturer/other
ACE moves from 100 percent IA review
to a statistical auditing program. Tom
Culp of Birch Point Consulting in La
Crosse, Wis., submitted a proposal to the
board of directors in late May that would
bring those requirements to a lesser level
of scrutiny in order to “balance the needs

Margaret Webb Speaks Out on IG Certification

One of the concerns that has been raised continuously regarding implementing
insulating glass (IG) certification as a requirement for NFRC is the added cost to
those manufacturers who do not participate in a program currently, usually smaller
fabricators.

Requiring the current IG certification programs, some of which have been in the
marketplace for more than 30 years, to become ANSI or equivalent accredited will
drive up the cost of IG certification, increasing the cost burden not only for exist-
ing program participants but providing an increased level of cost to the smaller
fabricators over and above what would have been anticipated. 

All of the existing programs conform to ISO Guide 65 and so it is questionable
as to what added value this accreditation would bring to these programs. It’s an
interesting observation that NFRC will require a level of accreditation for IG certi-
fication programs that it does not subscribe currently to for its own programs. 

There’s nothing wrong with ANSI accreditation. However, it provides an assur-
ance that the program is conforming to its own written procedures and policies. It
provides no assurance that the program is a good one or that all programs are
equivalent to each other. It does not prescribe how often audits need to be con-
ducted, how often testing should be done, what in-plant quality requirements
should be verified or other variables that have made each program successful.

When this activity was first undertaken, IGMA recommended that NFRC set the
minimum requirements for the IG certification programs, such as frequency of
testing and audits, verification of gas content and retention rather than picking
one program over another. Those programs that want to offer IG certification to
NFRC participants will incorporate the requirements.

Currently there are four nationally recognized IG certifications from which an IG
manufacturer can select to best meet its market needs. Limiting that choice or
driving up the cost to certify does not serve the industry or the cause of energy ef-
ficiency very well.

NFRC may decide to implement this requirement for the IG certification pro-
grams. However, it is important to know what that does and does not mean. It
would be a false assumption and sense of security that doing so guarantees a
good program.

In the same vein, requiring each approved test facility to undergo lab accredi-
tation above and beyond ISO 17025 and the inspections each program currently
requires for approval to the current test specifications also will increase the cost
of certification. There are currently nine test protocols that would be required to
be “accredited,” which could double the cost of testing.

Many of these IG certification programs have been in place for more than 30
years, twice the length of time of NFRC. If we weren’t doing it right, the marketplace
would have addressed this long ago.

All the IG certification programs undergo continuous change in response to the mar-
ket. Changes such as introducing gas content verification and responding to new prod-
ucts and specifications are addressed in an efficient, effective and timely manner.

The IGCC and IGMA program committee will be meeting in August. The meetings
are open to everyone to attend and provide feedback and input to the future di-
rection of IG certification.
❙❙➤ www.igmaonline.org
❙❙➤ www.igcc.org
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of all parties involved.” Culp’s proposal
would require an independent ACE to
submit five calculation reports with an A
or B rating. After that they would move to
a statistical auditing program where cer-
tificates would be selected randomly for
IA review. A manufacturer/other ACE
would be required to submit 15 certifi-
cates for review and also would have to
earn A or B ratings. The proposal was ap-
proved at subcommittee and committee

levels for review by the board, but ulti-
mately was returned to task group for ad-
ditional work.

During the IG Certification task group
meeting, a proposal that would require
mandatory IG certification for NFRC
certification and labeling was discussed.
A number of revisions were made to the
proposed document, which was for-
warded to the Certification Subcommit-
tee, but it was again debated at that level.

Margaret Webb, executive director of the
Insulating Glass Manufacturers Alliance,
spoke out against a portion of the pro-
posal, specifically disagreeing with the
requirement for national accreditation of
testing laboratories. (see Margaret Webb
Speaks Out on IG Certification on previ-
ous page.)

“If testing labs are required to be ac-
credited to perform every single test pro-
tocol … it will probably double the cost of
testing,” said Webb. “I’m concerned about
the affect this will have on the smaller
manufacturers that don’t already test be-
cause the increased cost will make it diffi-
cult for them to participate in the NFRC
program [i.e., certifying and labeling].”

She stressed that the testing labora-
tory approval programs currently in
place have been accepted by the indus-
try for decades and do not need to have
additional requirements placed on
them that will increase costs.

Carney agreed, saying “[Groups such
as] the Insulating Glass Certification
Council and Insulating Glass Manufac-
turers Association of Canada have been
in existence for more than 30 years and
are extremely recognized,” he said. “I
don’t think it’s necessary to add this
level of cost and complexity.”

While some members opposed
Webb’s position, saying there is insuffi-
cient oversight of IG testing labs, the
majority of members voted in favor of
the amended proposal to not require
national accreditation of testing labs.

The proposal was then approved dur-
ing the ratings committee meeting and
forwarded to the board. There, it also
was accepted and the board will pro-
vide direction after reviewing. 

Research and Technology
During the research and technology

committee meeting four action items
were discussed and moved forward to
the board for approval. Those items in-
clude revisions to the NFRC Research
Manual; two bid document request for
proposals, one regarding complex prod-
uct visible transmittance and one for
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Stan Smith, executive vice president of GANA, became an honorary “rat pack”
member and was the big winner during the NFRC summer meeting casino night.
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non-standard products for CMA; and
the revised NFRC glossary. 

During the regulatory affairs and mar-
keting committee meeting Rich Karney
with the Department of Energy (DOE)
gave an update on ENERGY STAR® windows.

“We’re looking at changing the re-
quirements for ENERGY STAR windows,”
said Karney. “And the reason is that in
many cases ENERGY STAR barely, if at all,
meets the codes, especially in the
north.” He said right now 53 percent of
the market for windows is ENERGY STAR,
which means the ENERGY STAR label is
loosing its meaning to consumers.

Karney said formal research on the
revisions has been done and the formal
process is likely to begin this fall. He
said they are looking at six guiding
principles:
1. There must be significant energy
savings;
2. It must be cost-effective for the
consumer;
3. Energy savings must be measurable;
4. Functionality and performance can-
not be compromised;
5. Proprietary technologies cannot be
included to ensure consumers have
multiple choices; and
6. The ENERGY STAR label must pro-
vide meaningful differentiation to the
consumer.

The earliest effective date will be Jan-
uary 1, 2009.

Board Matters
The proposed CMA fee structure

was debated heavily during the board
meeting on the final day. The pro-
posed fees were announced earlier
this summer and were met with op-
position from some representatives of
the commercial glazing industry who
view the program as unnecessary. 

Marcia Falke, NFRC board chairper-
son, explained that the original fees
were based on the startup of initial
costs, about $2 million, and are based
on 10-percent market penetration. She
said the fees could be reduced through
additional outside funding and through

increased market penetration.
Denny Raske of Allmetal in Itasca,

Ill., spoke up saying NFRC needs to
“step up to the plate” to get the CMA
program finalized.

“It can’t happen at a cost of time.
NFRC has to find some way to speed this
up,” Raske said. “You have to take a look
at the industry and not NFRC. NFRC’s
got to get better market penetration—
only 10 percent after [18] years is not
much. Inform the industry and if you do
that they will understand the fees.”

Carney asked about what measures
have been taken by NFRC to try and
gain additional outside funding.

NFRC’s executive director, Jim Benney,
responded that the group has been in
communication with utility companies
(energy service providers) in California
and also is working with the Department
of Energy to see what type of funding is
available. Benney said while he was not
certain what funding will be available, he
is optimistic about it. 

Carney also stressed how a pro-
gram for certifying and labeling the
energy performance of com-
mercial glazing products used
in high-rise buildings is not
necessary since these buildings
are already using high-perfor-
mance glazing.

“If you want to target a market
need area of the industry I might

suggest storefronts [and other low-rise
construction] where energy-efficient
products are not used,” Carney said.
“There’s more opportunity there.”

Culp agreed with Carney.
“Look at LEED buildings—they are

not using NFRC but they are still meas-
uring energy and they are doing so by
using other tools [available], such as
those from LBNL,” Culp said. 

Frank Fisher of Arcadia Windows in
Stamford, Conn., spoke about the ur-
gency for his business that the CMA
program be completed and available.

“I have potentially thousands of
product variations … and I need to be
able to see if I put all these components
together what number I’m going to get,”
Fisher said. “I need this program.”

No final decisions were made regard-
ing the program, though board mem-
bers agreed to take everything
discussed into consideration. 

The next NFRC meeting will take
place November 5-8 at the Tempe Mis-
sion Palms Hotel & Conference Center
in Tempe, Ariz.   ■

E l l e n  G i a r d is the edi-
tor of UUSGlass magazine.

The proposed CMA fee structure was one topic under heavy debate during the
NFRC summer meeting.
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It wasn’t all work and no play
when members of the Insulating
Glass Manufacturers Alliance
(IGMA) met for their summer

meeting June 10-13 at the Hyatt Re-
gency in Huntington Beach, Calif., but
the beach resort within eyesight of
the famous pier did set the scene for
getting down to business. Between
discussing the possibility of new
guidelines on capillary tubes and
testing devices for insulating glass
(IG) units, and revising drafted
guidelines on visual quality and ther-
mal stress, IGMA members were
geared to take action during their
summer meeting. 

Discussion Reopens on
Closing Capillary Tubes

The event opened with a meeting of
the glazing guidelines working group.
The group continued a discussion from
its February meeting on closing capil-
lary tubes in the field (See April US-
Glass, page 68). The working group
had been asked to create a standard-
ized method for guidance on closing
capillary tubes for the benefit of those
end-users who prefer to close the
tubes for various reasons. 

Bill Lingnell of Lingnell Consulting

Services, IGMA technical consultant,
had been able to test capillary tubes do-
nated by manufacturers since the
group’s last meeting. 

“There [are] more kinds of capillary
tubes than I ever knew existed in some
ways,” Lingnell commented. However,
he focused on a few suggested ways to
close the tubes. He reported that he has
used wire cutters and crimpers to close
the hard stainless and soft stainless
tubes, and has also tried putting a dol-
lop of silicone on the end of the tubes,

a method that seemed to work well. So
far, Lingnell reported, results have been
erratic, but using silicone after bending
or crimping the tube seems to ensure
that the tubes are closed. 

“More than likely you’re going to have
to have that dollop [of silicone],”
Lingnell said. 

One concern is that an unaccounted-
for variable—the skill of the trades-
man closing the tube—may create
vaster differences in closed tubes than
the variety of tested methods. 

Pier Review
IGMA Members Revise Guidelines in Huntington Beach
by Megan Headley

Insulating Glass Manufacturers Alliance members spent three days refining
industry guidelines and technical bulletins.
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“Workmanship is going to vary in
the field,” Lingnell said. “You’re not al-
ways going to have the same guy
doing it.” 

Lingnell said that he still has other
methodologies to review, but is closer
to reaching a conclusion that will allow
him to prepare a technical bulletin on
the subject. 

Working group members also dis-
cussed the possibility of creating a
document on the overall use of capil-
lary tubes. At present, manufacturers
have different suggestions for how to
use capillary tubes, but there is no in-
dustry consensus on the topic. A mo-
tion to approach the Glass Association
of North America about the joint de-
velopment of guidelines for the use of
capillary tubes, including information
about how best to close them, met
unanimous approval. 

Gas Permeability 
Group Moves to Phase Two

After the gas permeability work-
ing group reviewed a near-final
draft of the executive summary of
phase one of its evaluation of the
permeability of sheet materials re-
port, discussion moved onto the
draft request for proposal (RFP) for
phase two of the project. Phase two
will evaluate the gas permeability of
edge seal assemblies and the RFP
will be sent to several labs for bids
to do testing.

The objective of the project is to
develop a test cell configuration to
determine the argon gas permeabil-
ity of a section of an IG unit edge.
The test cell will take into account
the geometry and interactions of the
components that make up the
sealant/spacer system. It is intended

ultimately to provide a tool to better
estimate the argon loss rate from an
actual production IG unit.

One member of the audience ques-
tioned the benefit of measuring the
permeability of a section of the edge of
the IG unit alone rather than the fin-
ished system. 

“We know what the gas loss is of a
finished unit, to a certain extent,” ex-
plained group chair Bruce Virnelson
of PRC DeSoto.

According to Virnelson, data already
exists on the permeability of finished
units, and, since there is a great deal of
variability in that data, testing edge sec-
tions may provide some answers about
why the variability exists. 

Following some final changes, the
group aims to send out the request to
laboratories to bid before the next
meeting. 

Members of the Insulating Glass Manufacturers Alliance and American Architectural Manufacturers Association
celebrated the co-location of their respective meetings with joint receptions.
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Technical Services 
Committee Hears Gas-
Glass Research Proposal

During the IGMA technical services
committee meeting, the group heard a
research proposal proposed by David
Bailey of Bodycote Testing Group
Americas. 

Bailey was gauging the committee
members’ interest in co-authoring a
study that would determine whether
the GasGlass units should be used to
evaluate IG units in the field.

“Our ongoing initiative [is] to see if
it makes sense to use this in the field,”
Bailey said. 

The goal is to use the device to meas-
ure the argon content of IG units in
manufacturers’ plants, measure them
again in a lab setting and then set up a
testing area outdoors to expose the
units to the elements for one year, with
weekly testing. Testing in a variety of
places would help to establish a base-
line for comparison, but the real goal is
to take into account the variables cre-
ated by environmental conditions.

“The influence of the weather over
the whole course of the year is what [we
want] to see,” Bailey said.

According to the ensuing discussion,

many people use the GasGlass testing
device for measurements in the field,
but no research has been done to sup-
port whether it is in fact an effective
test method. 

“This strikes me as something IGMA
should be significantly involved in,”
said Joe Hayden of Pella Corp.

The committee passed a motion to
form a task group under the technical
services committee to review the
proposal. 

Working Group Reviews
Thermal Stress Guidelines 

The thermal stress working group
reviewed its IGMA Guidelines for Ther-
mal Stress Considerations. The group’s
goal is to create a guideline, checklists
and do’s and don’ts to provide people
unfamiliar with these issues some gen-
eral knowledge on annealed glass. The
document will look at conditions that
can cause thermal stress. Among the
factors noted in the draft is the impact
of the frame, such as how darker col-
ors can absorb more heat, how the
frame can keep the edge of glass some-
what cooler than the center material,
as well as the impact of grilles and
muntin bars. Also noted were prob-

lem-causing exterior building condi-
tions, such as shadows cast on glass by
overhangs, projections, landscaping
and adjacent buildings. One com-
menter noted that exterior sunscreens
are making a comeback. Another
added that some companies have de-
veloped a clear, polycarbonate outdoor
shutter for coastal areas that forms a
seal between the shutter and the glass
that leads to thermal stress issues.

Adding those considerations, the
group added a statement to the docu-
ment noting that heat-strengthened
or tempered glass “will eliminate or
substantially reduce instances of ther-
mal stress.” Lingnell is updating the
document in preparation for the next
meeting

The working group also noted that it
sent out its Field Service Inspection
Form requesting case studies on ther-
mal breakage on March 8, but has only
received a few replies. Some group
members noted that as thermal break-
age generally occurs in the winter,
there might be no responses until De-
cember. The group agreed to send out
a request for documented histories of
thermal breakage and perhaps expand
the request to a broader group. 

Business journalist Stuart Varney entertained IGMA and AAMA members
with his perceptive explanation of what makes the United States economy
the best in the world. 

IGMA technical consultant Bill
Lingnell demonstrated some of the
methods he used to test for closing
capillary tubes. 
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Visual Quality Guideline
Goes Back to Task Group

The visual quality working group ul-
timately decided to return its visual
quality guidelines back to the task
group for revision. The main point of
discussion was concern that a single set
of visual quality guidelines would not
address the unique differences of large
commercial IG units versus residential
IG units.

Lingnell commented that when mak-
ing IG, the manufacturers don’t know
where the glass is going, and therefore
the visual quality shouldn’t differ de-
pending on the project. But according
to Rick Wright of Oldcastle, one can’t be
expected to use the same criteria and
catch the same blemishes on a giant
commercial IG unit as one does with
the smaller units more likely to be
found in residential buildings. 

Wright also was concerned that the
IGMA document only addresses the in-
spection for point blemishes since, he
said, the inspection process for linear
blemishes is different. ASTM C1036
uses two inspection rules and, accord-
ing to Wright, the IGMA document only
follows ASTM halfway. Wright also
noted that the sizes IGMA provides for
point blemishes are different from the
sizes listed by ASTM. 

A motion to create two separate doc-
uments—residential and commer-
cial—was found non-persuasive, so the
discussion turned to the possibility of
breaking one document into residential
and commercial components in the
areas where differences exist. A motion
to do just that was approved unani-
mously, sending the document back to
task group.

Another point of discussion for the
document was the handling and defi-
nition of optical interferences that do
not constitute visual obstructions. For
Brewster’s Fringes, Newton’s Rings and
quench marks, the document simply
stated that these issues were not ad-
dressed by the guidelines. 

“It needs a little more than saying it’s
not covered by the document,” said Ray
Wakefield of Trulite Industries.

The group agreed that these issues
were not addressed because these phe-
nomena are considered inherent to the
glass under certain conditions and
therefore are not considered to be vi-
sual obstructions. To clarify this for the
document’s readers, the group agreed
to move the definitions for Brewster’s
Fringes, Newton’s Rings and quench
marks beneath a general definition for
Optical Effects. 

Fogging, which is considered a vi-
sual obstruction, also was discussed.
There was concern that a brief state-
ment that fogging is not allowed could
allow the document’s end-users to in-
sist on the replacement of fogged units
even after the manufacturer’s war-
ranty has expired. 

“If you’ve go a 30-year IG unit
that starts fogging up, is some-
body going to use this to say [to
the manufacturer] ‘you’ve got to
replace this free of charge?’”
Hayden asked.

Tracy Rogers of Edgetech said
that the document is intended to

be a guideline only and shouldn’t be con-
strued as instructions for how to deal
with visual obstructions. 

“This is meant to be that third party
that states this is a visual obstruction
or it’s not—and that’s all,” he said. 

Grossman suggested adding a state-
ment that clarifies where to find in-
structions. The group approved altering
the statement to read, “Fogging: not al-
lowed. Consult with manufacturer.” 

The group aims to have a ballot on
the revised document prepared prior to
the January meeting.

For More Information
IGMA’s next meeting is the alliance’s

eight annual conference, to be held Jan-
uary 28-February 1, 2008, at the Sundial
Beach Resort in Sanibel Island, Fla.   ■

M e g a n  H e a d l e y is an 
assistant editor for UUSGlass
magazine. 

Members of the Insulating Glass Manufacturers Alliance and American
Architectural Manufacturers Association were treated to insightful
luncheon speeches. 
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W
hen it comes to measur-
ing the pace of the com-
mercial and residential
construction markets,

the Midwest region is less consistent,
according to some glass and construc-
tion industry business owners, who are
centered in the area.

“The Midwest is a difficult call … it’s
not like the Northeast or the West where
everything is the same, either up or
down,” says Gary Fitch, owner of
Youngstown Mirror & Glass Co. in
Youngstown, Ohio. “When you talk to six
different people around Ohio, [for exam-
ple] you can get six different answers.”

Fitch says that in other areas of cen-
tral Ohio, such as Columbus, commer-
cial jobs are more prevalent, but in
Eastern Ohio, “the market last year and
about the last year-and-a-half has been
flat and very unstable … it’s been a hit-
and-miss type of bidding and activity.
We’ll get a lot of bids two weeks in a
row, and then not many. Contract work
is down and not very good.” 

Large contracts that begin one year
and continue into the next are what’s
keeping some Midwest glazing com-
panies, such as Fitch’s, going during
lean periods. 

“We had a couple of big contracts last
year that have continued through this
year,” he says. “We had had a $71 mil-
lion hospital project for St. Elizabeth
Hospital in Boardman, Ohio, just out-
side of Youngstown.” 

Market Boom
In Minnesota, Mike Gohman of W.

Gohman Construction Co. paints a
completely different picture. 

“We’re having a banner year on the
commercial side,” Gohman says. “The
increase is being driven by govern-
ment work and it looks like it will
continue that way for the next 10 to 18
months.”

However, Gohman estimates that res-
idential construction has continued to
slow and has fallen from about 25 to 40
percent in his business.

But, like Fitch, his company is look-
ing toward the big-money contracts on
the commercial side. Currently
Gohman Construction is working on a
variety of government jobs such as a
new municipal library, city parking
lots and ongoing projects at the newly
constructed U.S. Army Base, Camp
Ripley, which is located outside the St.
Cloud airport. 

“We have a lot of private develop-
ment happening within a 60- to 100-
mile radius of Central Minnesota,”
Gohman says. In the past few years,
Minnesota’s St. Cloud University has
provided at least two major construc-
tion projects a year for his company. 

Other Midwest glass companies,
such as Harmon Glass Inc., are getting
work from big-building owners, hospi-
tals and universities. Headquartered in
Minneapolis, Harmon Glass currently
is the largest U.S. glazier that maintains
a foothold in the Midwest. 

“Chicago is very strong, not only in
the residential market, but also we’re
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seeing some massive hospital projects
that we’re bidding this year into next,”
says Tom Niepokoj, vice president of
sales for Harmon Glass Inc. “We have a
backlog of $55 million in various proj-
ects. Chicago’s high-rise market also is
booming,” he adds.

Niepokoj agrees that statistically, the
Midwest market is seeing a wide range
of highs and lows.

“Minneapolis is strong but Cleve-
land and Detroit are weak for us right
now,” says Niepokoj, “not only in back-
logs, but what we see coming down
the pike.” 

“Indiana a year ago was very strong,
they built a big airport and a new base-
ball stadium,” he adds, “but there’s
nothing significant there we are chas-
ing right now.”

Industry Forecasts
According to the U.S. Industry Re-

gional Statistical Review and Fore-
cast, published by the American
Architectural Manufacturers Associ-
ation (AAMA) and the Window and
Door Manufacturers Association
(WDMA), there is a similar “lagging”
in new construction overall for Mid-
west companies. 

The AAMA/WDMA report splits the
Midwest in two regions: the East North
Central and West North Central. The

East North Central region includes
Wisconsin, Illinois, Indiana, Ohio and
Michigan and offers the following fore-
casting trends.

“The nonresidential window and
glazing market tends to lag contract
awards by roughly one year. Overall in
the East North Central, contract awards
increased by 4 percent from 2004 to
2005. A decline of 3 percent is expected
for 2006, followed by a slight increase
and then further decline anticipated
through 2009.”

In the West North Central region,
which consists of North Dakota,
South Dakota, Minnesota, Iowa, Mis-
souri, Nebraska and Kansas, the mar-
ket has slowed, according to the
AAMA/WDMA report.

“The nonresidential window and
glazing market tends to lag contract
awards by roughly one year,” says the re-
port. “The West North Central experi-
enced a slight 1-percent growth in 2005
for contract awards. There will be con-
tinued growth through 2007, bringing
the total to 84 million square feet.” 

The report adds that “window usage
in nonresidential construction for the

West North Central region declined
from 2003 to 2004 by 6 percent. How-
ever, in 2005 there was a rebound of 6
percent. Continued growth is antici-
pated through 2008, followed by a slight
decline in 2009 due to slight decreases
in all segments.”

Midwest Construction 
Employment

Paul LaPorte, an economist with the
United States Bureau of Labor and Sta-
tistics Midwest region, says employ-
ment in Midwest construction has
fallen behind the rest of the country. 

“We did not keep pace with the na-
tional average when it comes to employ-
ment in construction of residential and
nonresidential buildings,” LaPorte says.
He adds that from June 2006 through
June 2007, nationwide employment in
construction fell .6 percent.

LaPorte also says Michigan en-
dured the largest decline of 5.7 per-
cent in employment of construction
of residential and nonresidential
buildings. “That is the largest per-
centage decline of all Midwest states,”
says LaPorte.    ■

Employment in Nonresidential Construction
Average Number of Jobs

State 2005 2006 % Change
IL 21,446 22,405 4.5
IN 20,467 21,289 4.0
IA 9,163 9,990 9.0
MI 17,024 16,993 -0.2
MN 13,637 13,962 2.4
ND 2,905 3,301 13.6
OH 27,775 28,001 0.8
NE 4,691 5,295 12.9
SD 2,659 2,761 3.8
WI 15,860 16,210 2.2
U.S. 744,202 787,379 5.8

Source: U.S. Bureau of Labor Statistics, Quarterly Census of Employment and Wages

The Midwest is a 
difficult call … it’s not
like the Northeast or

the West where every-
thing is the same, 
either up or down. 

—Gary Fitch, Youngstown 
Mirror & Glass Co. 
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